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Hundreds of thousands of tool users 





buy this plier every year... wit 


DO THEY BUY IT 
FROM YOU ? 


Every year hundreds of thousands of tool users... 
including your customers... . lay their money on the line 
for the Channellock No. 420. They say no other plier does 
so many jobs so well. That’s why it will pay you to stock it 
... Catalog it. . . display it up front. You'll like the fast 
turnover and the extra profits of America’s fastest selling 
plier. Send for our new catalog. 


CHAMPION DeARMENT TOOL COMPANY © MEADVILLE, PENNSYLVANIA 


IT’S EASIER TO STOCK JUST ONE LINE OF PLIERS... 
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IT’S PROFIT-WISE TO STOCK THE GENUINE CHA ELLOCK LINE 
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“NAT” STANDS OUT 


for one-source buying 


Want to reduce your fastener handling and ordering problems? 

Switch to one-source buying. National stands out as your most logical single source 

because: 1. It’s the complete line. 2. Packaging is uniform, colorful, with buy appeal. 

3. Color-coded labeling makes stock handling easier. 4. Quality is unsurpassed, 
assures constant customer satisfaction. 

Standardize on National and eliminate costly prob- 

lems of multiple-source buying and handling. Sell 

National, and you'll be selling the complete quality 


GO Ar / line—the one that stands out. 
altona 


eee’ on Ask Your Distributor . . 
yD 


. He Knows 


ly) THE NATIONAL SCREW & MFG. COMPANY 
Py, CLEVELAND 4, OHIO 
cme || Hh : YW . Pacific Coast: National Screw & Mfg. Co. of Cal. 
on | / 3423 South Garfield Ave., Los Angeles 22, Cal. 
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TAKES OFF 
ITS HAT 


TO NOBODY! 


Machine, lag, and carriage bolts. 
All sizes. Quick delivery from stock. 
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a STEEL COMP corp BETHLEHEM, PA 


BETHLEHEM STEEL 


For more information use Handy Return Card, Page 53 
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White tampico bristles in 
pointed biock. A steady 
seller at 39c. 





Oxco 
SCRUBS 


ACK Up 


STEADY SALES 


Let’s face it. There’s not much romance in a scrub 
BRANT brush. People need ’em, they buy ’em, They wear 


Economy choice. Palmyra , 
scndten tn tasted em out, they come back for another. 


block. Retail 39c. 






TWINKLE 


The homemaker's 
favorite. Sturdy 
plastic bristles in 
white or bright 
assorted colors. 
Retail 49c. 



















That’s the way with Oxco scrubs. They just lie 
GOOSE there . . . and sell! Small investment, small space, 


See Gai teeth tebe, Ger big turnover. Your customers get top value when 


vine OXCO Palmetto they buy Oxco... you get top dollar volume. 
fibre bristles give long 
life on cement, stone, No, there’s nothing romantic about an Oxco scrub. 


brick, etc. Retail 85c. 





The excitement’s in the sales story! 


Oxco 


OX FIBRE es Compas. INC. 


fetoreica matviane 










TIGER 


Square block with 70 
tufts of white tampico 
for long life and effi- 
cient action. Retail 59c. 
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NEW runeans 


make the difference! 


Wipes Clean 
in Seconds! 


* New 3-Twist Lok-Spin Cap! 

* Draws in Bulk Caulk—Vacuum Fast! 
* Fits All Cartridges Snug! 

* Takes All Standard Nozzles! 


Only “VITAL” makes 
Caulk Guns exclusively 
— completely. From us 
you select only the guns 
best suited to your cus- 
tomers’ requirements — 
shipped to you direct — 
on time ... No need to 


overstock. 


Our wide selection of 
both guns and nozzles 
with all the established 
diameters and lengths, is 
the result of years of ex- 
perience in interpreting 
what the industry requires 


All of the improvements 
on caulking guns are con- 
tinually being made at 
“VITAL” where we can 
serve you better than any- 
one else, at lower prices, 
and with quality 
beyond your 
expectations. 


Vila vvssit 


MANUFACTURING CO. 


7504 Quincy Avenve 
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CRADLE-CAULKER 
Tokes spouted cartridges 


CAULK-MASTER 
For spoutless cartridges 


_—, , 


MAINTENANCE 
Bulk ond cartridge gun 


CONTRACTOR'S 
Bulk ond cartridge gun... 
for longer loods 


wornes 


established 1909 


Cleveland 4. O? 


For more information use Handy Return Card, Page 53 





ossberq 


for accuracy 


New, /ever action 


RBPaovwn 


22 caliber.. 
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S HELPS ON 


4 fossberg Guns 


Helptu!l Pocket Guide 
for Retail! Saiesmen 
Send for this FREE, 24-page 
booklet. Literally thousands of 
retail sales people are using it 
to sell more Mossberg firearms. 
Address request to the factory. 


4 For more information use Handy Return Card, Page 53 


Ultra-modern version of the glamorous western rifle 


A real beauty—as western as Wyoming—but with brand new 
quality designing and safety features. As popular among rifles 
—for a “western happy” America—as “westerns” are on TV. 


BARREL: Tapered blued steel 24”. Chambered 
for all Short, Long and Long Rifle cartridges. 
New, precision AC-KRO-GRUV rifling—un- 
beatable for accuracy. STOCK: Genuine wal- 
nut in Monte Carlo design with attractive, 
new molded pistol-grip cap and butt plate. 
FOREARM: Genuine walnut in beavertail 
shape that is custom designed to fit palm of 
hand. SIGHTS: Rear open with “U” notch 
and elevation and windage adjustments. Bead- 
type front, fitted in standard dovetail slot. 
MAGAZINE: Tubular type, holds 20 Short, 
18 Long and 15 Long Rifle cartridges 


ACTION: Hammerless Lever Action. Re- 
ceiver of light-weight, high-tensile alloy. Top 
of receiver has non-glare dull finish. Hard- 
ened Beryllium alloy, rust-resistant bolt. 
Double extractors. Removable side plate 
gives fast access to all operating parts. 
Grooved trigger. Receiver grooved for easy 
scope mounting. SAFETY: Convenient cross 
bolt type which positively locks trigger—sure 
and safe. ACTION-LOCK: Special action-lock 
positively prevents firing of gun until lever 
is closed and bolt is securely locked. Weight: 
About 5% Ibs. Length over-all 41” 


ASK YOUR JOBBER SALESMAN TO SHOW YOU THIS HOT NUMBER 
©. F. Mossberg & Sons, inc. 


94708 St. John St., New Haven 5, Conn. 
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HARPER'S WFEKLY-—OCTOBER 16, 18609 


NIXDORFF Chain... Vital Link 
In America’s Progress Since 1854 


To modern eyes, the Central Pacific passenger train shown above 
passing through Palisades Canyon, Nevada, might seem less than 
luxurious—but it represented a tremendous achievement to our 
forefathers. Just five months before this sketch was made, the 
Golden Spike was driven at Ogden, Utah—marking the junction 
of the Central Pacific Railroad and the Union Pacific and the 
completion of the first transcontinental railway. Even before 
that historic event, Nixdorff was firmly established in St. Louis 
—manufacturing chain for all purposes. Today—as yesterday— 
the name “NIXDORFF” spells “quality”—backed by over 100 
years experience—and proved every day on the job. 


Lictig] NIXDORFF-KREIN* MANUFACTURING CO. 


916 HOWARD STREET « ST. LOUIS 6. MISSOURI 


*KREIN rhymes with FINE 


WELDED AND WELDLESS CHAINS/CHAIN ASSEMBLIES CHAIN SPECIALTIES WAGON AND TRUCK HARDWARE 
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BUSINESS TRENDS 


> Business Picture 


As 1959 reached the mid-way point the nation's economy was in the 
midst of still another full-fledged boom. Production hummed along on 
a& high level. Rising consumer incomes were pushing sales to new 
highs. Consumers, in fact, were on a real buying binge; installment 
indebtedness grows larger as buyers take the plunge for more appli- 
ances, furniture, homes, cars. 














> Construction 


New construction will hit a record total of about $54 
billion for 1959, a whopping $5 billion ahead of 1958. 
Even so, the pell-mell rate is likely to decline in the 
year's last haif as the government's tight money 
policy takes effect. Nevertheless the opportunity is 
apparent for hardware dealers: New home-owners are 
prospects for virtually all products--from garden 

tools to garbage cans, from nails to paint. 











> Consumer Income 


In the year's second quarter personal income soared to an 
annual rate of $376.2 billion, up an impressive $24.8 billion 
from a year earlier. Meanwhile, the unemployment problem 

has about vanished: In June insured unemployment dropped to 
1.4 million, well under the 2.7 million of a year ago. 


> Retail Sales 











Perked up by rising incomes, retail sales are showing a gain of 
about 10% over a year ago. Department store sales are well above 
1958 as installment purchases increase. For the first four months 
of the year, sales by the nation’s hardware dealers were 7% above 
the same period of last year. 











> Farm Income 


Farm income in the first five months of 1959 totaled $11.7 
billion dollars, 2% ahead of 1958. Prices received have 
changed little, but prospects are for some decline in future 
months as a result of continuing high farm output. 











> Legislation 


At press time Senate subcommittee hearing on minimum wage 
expansion had been concluded with consideration by a House 
committee still to come. Probability is that minimum wage 
will stay the same. Meanwhile, no action has been taken on 
proposed bills that would override recent Supreme Court de- 
cisions and limit power of states to tax interstate busi- 
ness. 








(See page 10 for current report on wholesale hardware sales.) 
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What you’re really buying from your Lamson Distributor 


volume 
buying 
power 


Your local Lamson Distributor purchases 
his fasteners by the carload—to take 
advantage of volume prices. Use this 
volume buying power to reduce your 
costs—whether you need just one carton 
or several cases of fasteners. Take advan- 
tage of your distributor's nearby loca- 
tion and fast delivery service to... 


Cut Overhead — Reduce paperwork and 
follow-up expense by buying through onc 
convenient source —your local distributor. 


Save on inventory —Complete distribu- 
tor stocks, ready for immediate delivery, re- 
duce your own investment in fastener inven- 
tory, cut warehousing and handling expense. 


Assure Production Continuity —You 
prevent production delays due to “plant 
out-of-stock”. No waiting for factory pro- 
duction-run quantities. 

The Lamson line is complete. And you 
can depend on Lamson quality, just as 
you can depend on your Lamson Dis- 
tributor’s superior service. Call him now 
and start saving on your fastener needs. 


Your Lamson Distributor stocks Cap Screws 
+ Semi-finished Nuts + Machine Bolts + Car- 
riage Bolts « Hex and Square Nuts + Machine 
Screws + Stove Bolts + Cotter Pins + Wire 
Rope Clips and a large variety of other 
jasteners—in a complete range of sizes 


4 LAMSON €& SESSIONS 


5000 TIEDEMAN ROAD «+ CLEVELAND 28, OHIO 


Plants in Cleveland and Kent, Ohio + Chicago and Birmingham 
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show it 
“ sell it 


Columbian 


PURE MANILA 
Oacnow #076 MTLON ROPE 


ROPE 











rt 
The better you show a product, the better you'll 
sell it. And this new Columbian Rope Merchandiser 
has a display value that is an inviting reminder for 
rope purchasers. It will keep your Columbian Rope 
Sales moving. 
The new Merchandiser, ruggedly built, will hold 


Colpacks, coils and reels and is equipped with a 


simple and accurate measuring device and a cutter. 


this NEW 
COLUMBIAN ROPE 


merchandiser 


will stretch your 


rope sales 


Columbian Rope Merchandiser No. 57 
Size 544%." long—44/," high without sign—23'4” 
deep. Sign—i2/." high. Comes knocked down. Can 
be easily assembled in afew minutes. Construction 
—Heavy gauge steel finished in light grey enamel. 





You can complete a sale in the time it takes you to 
cut a rope. And the unused rope remains coiled, 
ready for the next customer. 


Columbian Manila Rope sells readily and in large 
quantities to boat-owners, homeowners, farmers — 
to everyone who uses rope. With the new Columbian 
Merchandiser, it’s an unbeatable sales-and-profit 
combination for you. For full information, write 
Columbian Rope Co., Auburn, N. Y. 


COLUMBIAN ROPE Company 
Auburn, “The Cordage City”, N. Y. 


The only rope with the red, white, and blue markers 


For more information use Handy Return Card, Page 53 


Z ROPE \ 
COLUMBIAN | 3 = 
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INDUSTRY NEWS 


Gene Smith, Jr., Named 
Director of Sales 


W. E. “Gene” Smith, Jr., has 
been named director of sales for 
Oklahoma Hardware Co., whole- 
salers with headquarters in Okla- 
hema City. 


Gene Smith, Jr. 


His appointment follows the re- 
signation of Harry Wilcox, mer- 
chandise manager, who entered the 
retail hardware business, July 1, 
as manager of the Gilkey Hard- 
ware Co. in Chickasha, Okla. 

A veteran of the hardware busi- 
ness since 1912, Wilcox has been 
given much credit for the rebuild- 
ing of Oklahoma Hardware Co. by 
Company President Gene Smith. 

Gene Smith, Jr. brings to his 
new post an enviable record as a 
territory salesman for the com- 
pany. He started with the firm in 
1954 as a cost clerk, did relief 
traveling during vacations and 
illnesses, then later was given the 
territory of Southwest Oklahoma. 

He served in the Army from 
1952 to 1954, having had previous 
experience in hardware wholesal- 
ing in Amarillo, Texas, with Mor- 
row-Thomas Hardware Co. 


Specialty Mfg. Appoints 
Lewis as Representative 


THE SPECIALTY Manufacturing 
Co., St. Paul, Minn., announces the 
appointment of Lewis Associates, 
of Raleigh, N. C., as representa- 
tives in Virginia, North and South 
Carolina. 

The Lewis organization will 
handle the sale of hose reels, grass 
catchers, and other garden acces- 
sories manufactured by Specialty. 


. 


Gallagher Joins Staff of 


Corpus Christi Hardware 


W. E. (WALT) 
joined the sales department of 
Corpus Christi Hardware Co., 
wholesale organization in Corpus 
Christi, Texas. He will do specialty 


Gallagher has 


Hornibrook Organization 
Occupies New Quarters 


THE E. L. Hornibrook Co.., 
ufacturers’ agents serving the 
wholesale hardware and electron- 
ics trade in the Southeast, are now 


man- 


W. E. Gallagher 


selling and sales promotion work. 

Gallagher formerly was con- 
nected with Hibbard, Spencer, 
Bartlett & Co. and with Peaslee 
Gaulbert Co 


occupying new and larger quar- 
ters. The new facilities, which in- 
clude warehouse space, are located 
at 225 Laredo Drive, Decatur, Ga 

The organization is headed by 
Edmund L. and Davis C. Horni- 
brook. 





INDUSTRY NEWS 


Parsons Joins Sales Staff 
of Perry and Barr Co. 


PHILLIP LEE PARSONS recently 
joined the sales staff of Perry and 
Barr Co., maunfacturers’ repre- 
sentatives, and will be responsible 
for sales in the states of Alabama, 
Mississippi, and Louisiana. 

New territories for the organi- 
zation will be as follows: 


Phillip L. Parsons 


Coleman R. Perry—Tennessee, 
Kentucky, and North Georgia. 
Headquarters: Nashville, Tenn. 

L. Graham Barr, Jr.—Florida 
and Georgia. Headquarters: Or- 
lando, Fla. 

William I. Stone, Jr.—Virginia, 
North Carolina, South Carolina, 
and Augusta, Ga. Headquarters: 
St. Matthews, S. C. 

Paul M. Kinkel—Florida, mis- 
sionary work only. Headquarters: 
Sarasota, Fla. 

Parsons eventually will head- 
quarter in Birmingham, Ala. 


* 


Moore-Handley's Mart 
Opens August 10 


Moore-HANDLEY Hardware Co. 
will hold its Merchandise Mart 
August 10 - 13 and August 17 - 20 
in the Birmingham Division, ac- 
cording to W. W. French, Jr., 
president of the wholesale organi- 
zation. 

In addition to being offered 
selection of over 3,000 items, those 
attending will receive also the 
latest in merchandising techniques, 


i0 





such as display, budget selling, 
sales training, and advertising and 
promotion. 

* 


Quick Manufacturing 
Buys Larger Facilities 
PURCHASE OF a 110,000 square 


foot factory building for the man- 
ufacture of Springfield brand lawn 


(Continued from page 9) 


mowers and rotary tillers is an- 
nounced by Quick Manufacturing 
Inc., Springfield, Ohio. 

The building, formerly owned by 
the Oliver Corp., farm equipment 
manufacturer, will be remodeled 
and put into use in approximately 
90 days. Quick’s present facilities, 
already expanded on three sepa- 
rate occasions in the last few years, 
will be offered for sale. 


Six-Month Sales Increase for 
Southern Hardware Wholesalers 


SALES IN June by Southern 
hardware wholesalers continued 
an upward climb that has been 
unbroken so far this year. 

The monthly survey conducted 
by SOUTHERN HARDWARE revealed 
that sales in June by Southern and 
Southwestern wholesalers aver- 
aged 6.9% above the same month 
of 1958. The gain was most pro- 
nounced for the month among 
Southwestern wholesalers where 
the average increase was 10.5%. 
Wholesalers in the Southeast log- 
ged up an average 10% increase, 
while those in the Mid-South fol- 
lowed with an average sales gain 
of 4.2%. 

For the year to date the gain in 
sales also continued unbroken. In 
the year’s first six months, the av- 
erage sales gain by Southern 
wholesalers was 10.4%. For this 
period the average increase was 


heaviest—12.1%—among  whole- 
salers in the Southeast. Mid-South 
distributors reported gains for the 
year to date averaging 11.6%. In 
the Southwest the average _in- 
crease was 6.9%. 

In June the number of days’ 
business on the books averaged 
46.1. For wholesalers in the 
Southwest the average was 51.6 
days followed by the average of 
44.2 days in the Mid-South and 
39.2 in the Southeast. 


Inventories once again increased 
moderately in all geographical re- 
gions in June with Southeastern 
wholesalers leading with an aver- 
age gain of 11%. Mid-South 
wholesalers reported an average 
increase of 6.3%, while in the 
Southwest the gain averaged 3%. 
For the entire South the inventory 
gain in June averaged 6.2%. 





WHOLESALE HARDWARE 


GEOGRAPHICAL Percent Change 
BrvEsION June 1959 | 6 Months 
from from 


June 1958 | 6 Months 





SOUTHEAST 
MID-SOUTH 
SOUTHWEST 
ENTIRE SOUTH 


+12.1 
+11.6 
+ 69 
+10.4 


+10. 

+ 42 
+10.5 
+ 69 





SALES AND INVENTORIES 


| SALES 


INVENTORIES 


| 
| 


No. Days’ Percent Change 

Business | 

59 
| on the Books 


June 1959 
from 
June 1958 


‘58 June 


+11. 
+ 6.3 
+ 3. 
+ 6.2 


39.2 
44.2 
51.6 
46.1 








Geographical divisions: Southeast (W. Va. 
Tenn., Ky., Miss.) Southwest (La., 


Va., 


S$. C., N. C., Ga., Fla.) Mid-South (Ala., 


Ark., Okla., Tex.) 
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YALE SECURITY 
HARDWARE 


kinest Name i in Locks 








PRESTIGE HARDWARE 


THAT PAYS PROFITS 


Yale offers a full line of hardware— 


padlocks—cabinet hardware —night- 
latches—bathroom accessories—screen 
door hardware. And Yale helps you put 
these across with a full range of pack- 
aging — merchandisers —carded items— 


PORGED JRON CARINET HARDWARE blister packs — operating samples. 


For full information write The Yale & 
Towne Manufacturing Co., Lock and 


Hardware Division, White Plains, N. Y. 


YALE & TOWNE 


VALE~—REG VU 6 PAT OFF 


YALE —finest name in hardware 
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THe 


You ger what you pay 


The most profitable 
cotton cord you can sell. 





LONGEST WEARING SASH CORD MADE | - VERGE’ 


BAGGED and TAGGED —S 


Sod seeping 
> POLYETHYLENE bag keeps cord clean, 
makes attractive counter display. 





e TAG tells how to replace sash cord. 


. EXCELLENT FOR 


Clothes line 
Household cord 


Many uses 


indoors and out. 


ALWAYS SPECIFY Sawmoawn =a -9-4 Pot 





or and tore 


eo) ie ets Why... 


LONGER LIFE... / 


because 90% of its weight is in the cover 


. . » where the wear takes place. 


ie Gives customer satisfaction. a <a ai 
> Packaged for self selection. | | 

, Aa 

4j . \\ te 
Y AUS 


Only from 
SAMSON do you get all.this 


@ Modern Packaging 
@ Most durable cords 
@ Colorful consumer advertising 
@ Guaranteed Balanced Construction 


@ Point of Purchase displays and tags 










INDUSTRY NEWS 


A FINE TIME was had by every- 
one attending the Texas Wholesale 
Hardware Convention held in 
Austin this year . It was not 
only a fine Convention but a won- 
derful chance to again see the 
wives and husbands from both the 
Texas Wholesalers and Texas 
Boosters . . . Meetings, entertain- 
ment, and golf tournament were 
excellent George H. Nors- 
worthy, president of Schoellkopf 
Co... Dallas . . . was elected presi- 
dent of Texas Wholesale Hard- 
ware Association ... Frank Jor- 
dan, Lufkin Rule Co., was named 
president of the Texas Hardware 
Boosters Club. 

Wedding Bells rang for Ned 
Rattner, Ekco Products Co., on 
June 11th in Houston ... And in 
Dallas on June 18th, Lum Foster, 
manufacturers rep., also took the 


®@eeeeeeeeecesceeeeeeeeeeeeeeeeeeeeseeeeeeeeeeeeeee @ 


Southwest Ramblin’s 


By RUSS BAITY 





Divisional Manager 
Dallas, Texas 
J. Wiss & Sons Co. 


pledge . . . Congratulations ... 
After the Convention I found Allen 
Bates, Higginbotham - Pearlstone 
Hardware Co., Dallas, out for a 
few days . .. He and the dentist 
had a little trouble . . . Buyers at 
Schoellkopf Co., Dallas, very busy 
trying to get out their new catalog 

. Bob Botts of Winchester and 
Western Div. working with George 
Gates, president of Gates Hard- 
ware & Supply Co., and on his 
way up to see his grandson at Ft. 
Riley. 

Homer C. Hughes is now pur- 
chasing agent of Marshall Supply 
& Equipment Co. . . Fred C. Rob- 
bins had been moved up to as- 
sistant to the president . . . How- 
ever have just learned that Perry 
Marshall, president, passed away 
recently ... there are no further 
particulars at this writing 


(Continued from page 10) 


Gene Smith, president of Okla- 
homa Hardware has announced 
that his son, Gene Smith, Jr., has 
replaced Harry Wilcox as director 
of sales for their firm . . . Gene, 
Jr., has been doing an outstanding 
job since joining the firm in 1954 
and we wish him the best of luck 

. Harry Wilcox resigned this po- 
sition to take over management of 
Gilkey Hardware, Chickasha, 
Okla., and should be very capable 
as he has been in the hardware 
business, both retail and whole- 
sale, since 1912 . . . If wholesalers 
and manufacturers representatives 
have news of interest, please send 
it to my attention. 


. 


Brooks to Head Mill Sales 
of Atlantic Steel Co. 


THE APPOINTMENT of Gordon E. 
Brooks as manager, mill sales of 
Atlantic Steel Co. is announced by 
R. E. O'Neill, general manager of 
sales for the Atlanta, Ga., firm. 

Brooks has been connected with 
Atlantic Steel since 1933, and has 
served in the company’s order and 
scheduling departments, as well as 
in various sales capacities. In 1948 
he was made sales representative 
for north and central Georgia, and 
in 1953 became Atlanta territory 
sales representative. In January 
1957, he was named assistant gen- 
eral manager of sales. 


Discussion of New Plant Highlights Campbell Sales Meeting 


Campbell, 


Jr., president, highlighted the meeting. 


Sales Es of the Campbell Chain Co., York, Pa., and company officers met recently in Princeton, N. J. A discus- 


sion of 


14 


dvantages of the new Alvarado, Calif. plant, by George J. 
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SALIENT POINTS WHICH 


necp vou SELL MORE 


HODGMAN SPORTING SPECIALTIES en 


No. 307 


waveweLt® INSULATED 


BOOT FOOT WADER 


‘ht 


Toke vp straps 


Carefully designed Large outside 100% 


for fort and fit pocket with snap 
~_ button flap 


Made of strong, rugged 
flexible net with substantial 
laminated rubber coating 


te — THICK UPPERS 


4, ““LOCKED-IN"’ 
. INSULATING AIR SPACE 


“. 
INSULATING AIR CHAMBER 
COMPLETELY LINED WITH 
WOOL FACED FLEECE 
TOE CAPS 
PREVENT MSTONE BRUISES 


Ss 








eee — 











CONSTRUCTED ON 

ooet eae EXCLUSIVE 
iT COMFORT LASTS 

FOR BETTER FIT & REAL 


WADING COMFORT 
SOFT ¥%” FELT MIDSOLE 2 


FOR MAXIMUM MOLDED 
INSULATION & COMFORT rans. ane CLEATED 


LONG LIFE, HEAVY 
CLEATED SOLES 
FOR SURE FOOTING 





HODGMAN OFFERS YOU THE WORLD'S MOST COMPLETE LINE OF WADERS FOR EVERY PURPOSE AND POCKETBOOK 
€ . , t AL 

NO. 300 NO. 303 i NO. 304 , NO. 309 NO. 384 
Brighton® Brighton® | ~ Wadewell® Nylon Wodewellh® 


Lightweight Boot Foot Boot Foot Zephyrweight Hip Wading 
Wader Wader Wader . Wader 


sali Boot 


SEND FOR COMPLETE CATALOG — Your important Buying Guide ond ‘Selling Too! 


eheopeted  F.N mi aei-ji-) 4) meter 


FRAMINGHAM, MASSACHUSETTS 


79 Madison Avenue 49 West Randolph Street Mork 
New York, New York Chicago 6, Illinois ‘ 
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“Now, I've got a complete line of accessories... and my customers know it 


y*? 


NEW from Swan 


WASHING MACHINE 
ACCESSORY 
SUPER MART 


Make $26.56 Profit on 
this Washing Machine 
Accessory Super Mart! 


Colorful merchandiser sets up fast. Takes 


little space. Handles 95% of your customers’ 


jill) a 
es 


i 


requests for washing machine hose and ac- 


cessories. Simplifies stock control . . . keeps 





items organized and displayed . . . permits 
self-selection by your customers. What's it 
cost? Just $49.06. 

What's in the package? 


20 Utility Hose 
12 Drain Hose 


6 Master Water Mixers 
12 High Pressure Iniet Hose 
Total Retail 


Call your jobber—he’ll set you up right in 


business this week! 


So Silal 


ANY 
SwAN RUBBER coMP 


Bucyrus: onic 
You can t 
Swan 


by Swan 
rust the products _,.made PY 
Pabben Company: Bue 


the profitable washing machine accessory 


New SWANSEAI 


Weather Str ip 





a re 


al fall profit-maker 
For more information use Handy Return Card, Page 53 
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Hardware Jobbers and Dealers 


Wonderful New Idea Inv Sununen Lining 


HAS PROVED BOTH POPULAR AND PROFITABLE 


As you know, more and more home owners are having jalousie 
windows and doors installed in their homes, both old and new. 
With the remarkably simple Jal-A-Shade Panels a home owner 
can cut out the harsh glare of the hot sun and leave the jalousies 
open. This fast moving item can lengthen your profits as well as 
develop interest in other hardware items. Return the coupon 


today for full information. Sun‘s rays actually bounce off the enameled alumi- 
num JAL-A-SHADE panels, while the some rays 


penetrate unprotected glass jalousies. 


The patented 
aluminum clip 
slides into the jal- 
ousie clip and 
then the JAL-A- 
SHADE slides into 
position. Easily re- 
moved and stored. 











Colorful Catalog Envelope Stuffer 


A colorful, four-page catalog which For consumer mailings, a descriptive 
points out the permanent beauty, the colorful sheet is available with dealer 
advantoges and the simplicity of Jal-A- imprint space 

Shade Ponels is available. 


NEWSPAPER AD MATS e WINDOW STREAMERS e SELF-CONTAINED CARTON DISPLAYS 
(pe weeeee es ees esse eee sees 


ae in 5 ee Reynolds Aluminum Supply Company 
REYNOLDS a tae P.O. Box 1367, Atlanta, Georgia Dept. SH8 


_ ALUMINUM 


euseey 6O. Please send me more information about your Jal-A-Shade 


Panels and the promotional materials which you offer. 


|_| Hardware Jobber | | Hardware Dealer 


if you ore a dealer, please give name of your jobber:) 


Firm 
Name 
City State 
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PWeat-s' Me lial Qe lamelaeleltlotilels me) | 


CAMPBELL CHAIN 





Wood Names Customer 
Service Manager 


THE Woop SHOovEL & Tool Co., 
Piqua, Ohio, recently appointed W. 
C. Hickey as manager of customer 
service. 


brings you the best 


bi 
ehh ‘ 


delivery and service! 


W. C. Hickey 


Hickey will handle all customer 
service work. His duties will in- 
clude the preparation of govern- 
ment bids, railroad inquiries and 
other special inquiries from the 
company’s wholesaler customers. 
In addition to this he will super- 
vise entering customer orders, 
answering customer inquiries for 
information on orders and cus- 
tomer claim transactions 


PROOF COIL, 888 COIL, HIGH 


TEST STEEL AND CAM-ALLOY CHAIN ° 


Landers, Frary & Clark 
Names Silverman President 


AT A MEETING of the board of 
directors of Landers, Frary & 
Clark held recently in New Britain, 
Conn., Bert C. Neece was elected 
board chairman. He will be suc- 
ceeded as president of the com- 
pany by Harry T. Silverman of 
New York City. 

Since January 1958, Neece has 
served as both president and board 
chairman; he has been president 
since 1952. 

Silverman is president of the 
recently acquired wholly-owned 
Landers’ subsidiary, Landers, 
Plume & Atwood Corp. of Thomas- 
ton, Conn. As a new director, he 
succeeds Elton S. Wayland of 
Waterbury, Conn., who has retired 
from the Landers’ board. 

Frederick W. Richmond will 
continue to serve as chairman of 
CAMPBELL the board’s executive committee to 

CHAIN . which Silverman also was elected. 


COIL CHAIN—TWIST AND STRAIGHT LINK ——_s-- xe 


ee FOR, 


PASSING LINK CHAIN “2 i, 
Cw a 


WELDLESS CHAIN ASSEMBLIES 


SAFETY PLUMBERS CHAIN WELDED CHAIN ASSEMBLIES 





ANNOUNCING... 


NEW Perers 


“HIGH VELOCITY” CARTRIDGES 


These amazing new cartridges will 
bring a new, big demand from hunt 
ij ers and shooters. Heavy national 
advertising in leading magazines will 
be directed to your customers through- 
out the year. Stock up now and get 


tS set for the biggest “22” year you 
Bul 5 ion have ever had! 
% 


WITH... 





NEW BULLET FEATURES: 


@ Bright, distinctive golden color 



























Cleaner to handle 


@ Special composition plating provides hard 
smooth bullet surface 

Protection from extremes of heat and cold 
Won't collect lint-or grit 


Ideal for small game and pests 


Redesigned Hollow Point bullets 





give more uniform mushrooming 

@ Plus the flat trajectory, smashing 
knockdown power and exclusive 
Rustless’’ priming features of famous 
Peters ‘High Velocity’ sporting 
ammunition 


iNiae,/ 1. Aa\eeNeivic 


Bright, attractive packages 
feature the new Peters 
High Velocity’’ 22's with 
golden’ bullets 


Dealer counter cards and win- 
dow banners featuring new 
Peters ‘High Velocity’ 22's are 
now available. Address requests 
for counter cards and banners 
to: Sales Promotion, Peters 
Cartridge Division, Reming- 
ton Arms Company, Inc 
Bridgeport 2, Conn 


cx 
BODY 
WSS 





Available in: 
22 Short, 22 Long, 22 Long Rifle 
22 Short Hollow Point 
22 Long Rifle Hollow Point 


Perers Pacxs THE Power! PON: 


High Velocity Rustless,’’ are trademarks of Peters Cartridge Division 
Remington Arms Company, Inc., Bridgeport 2, Conn =a 


ge: ee 





LIGHT UP 
THE SKY... 











.. With 
SKY HIGH 
SALES and 

PROFITS 








Permanent Showrooms 
Sales and profits are zooming up... curve. So for profits that pay, sales Chicago 14-104 
up... up with Ames Maid metal fur- that sing — stock Ames Maid, talk tes Angetes 78 
niture. Quality and price combine to | Ames Maid and you'll be on the line 
give Ames Maid that sky high sales _— that points only one way. Up! 











Ames also manufactures the famous line 
of Ames Aire casual furniture and Ames 
garden tools and shovels 
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STAN DAR D i Za on 7 There is a Grabler Square “Gee”’ Pipe Fitting for practically 


every known plumbing or heating job requirement. From 

= <2. Gee : solder-joint fittings to malleable, cast iron, drainage, nipples, 

al peng ’ bh i ; and hangers, you will find what you need from Grabler’s 
—— , : complete line of pipe fittings. 


Important to you is the fact that Grabler fittings come to 
you package-protected — makes them easy to handle and 
identify. Dependable distribution means your wholesaler can 


IT PAVS | fill your order fast and complete. Standardize your next pipe 
ees - : fitting order — make them Grabler Square “Gee” Fittings. 


Warehouses Providing Dependable Service to Wholesalers 


New York © Philadelphia © New Orleans 
Boston © Atlanta © Pittsburgh © Cincinnati 
Dallas * Chicago ® St. Lovis * Detroit © Denver 
Minneapolis © Son Francisco © Los Angeles 


ORDER A SUPPLY FROM YOUR WHOLESALER TODAY 


The GRAGLER [— Manufacturing Co. ¢ 6565 Broadway * Cleveland 5, Ohio 








te 
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INDUSTRY NEWS 
Swinging Around 
The Southeast 


AUGUST DEALER shows all over 
the territory Birmingham, 
Memphis, Atlanta, and many more 
cities . . . wholesalers expecting a 
big turn-out . . . business is good 
. . « dealers interested in fall and 
winter specials which they find at 
these shows . . . Congratulations to 
Roland Jackson, buyer at Orgill 
Brothers, Memphis, Tennessee .. . 
They have a nice big baby girl 

. eight pounds . . . Mother and 
baby doing well, and papa came 
through OK, of course, beaming 
all over. 

It is always good to run into 
a fellow agent in the territory 
Saw George McDuffie of 
McDuffie Co. (manufac- 
turers’ representative) the other 
day in Nashville . . . George seems 
to improve with age . . . gets better 
looking, and always is the gentle- 
man. 

Our old friend, and long time 
sporting goods buyer . .. Sam Hitt, 
Wimberly & Thomas Hardware 
Co., Birmingham, Alabama, was 
married in June... Mr. and Mrs. 
Hitt spent their honeymoon in 
Florida, where according to Fred 
Meyers (Salesmanager, Wimberly 
& Thomas), Mr. Hitt planned to 
test some of the latest fishing 
tackle .. . We wish Sam and Mrs. 
Hitt well-deserved happiness. 

It’s 48,000 square feet of ware- 
house space for O’Neill-McNamara 
Hardware Co., Vicksburg, Missis- 
sippi .. . a garment factory was 
completely renovated, and it’s a 
dandy ... Has a reversible con- 
veyor which goes through the 
center of the building, from first 
to third floor ... And there’s a 
chute on one end of the building, 
elevator on the other . . . plenty of 
parking space for customers’ con- 
venience .. . Mrs. George Strat- 


George 
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BY DAN M. FRY 


Atlanta, Ga. 


ton, wife of George Stratton, 
Stratton Warren Hardware Co., 
Memphis, Tennessee, is home from 
the hospital after a successful op- 
eration . . . glad to report Mrs. 
Stratton is doing very well. 

George Gelston is the new gen- 
eral salesmanager for Henderson 
& Baird Hardware Co. which op- 
erates in Greenville and Green- 
wood, Mississippi . . . George is a 
grand fellow, we wish him much 
success . . . Cliff Yelton will be 
accompanied for a few days by 
Mrs. Yelton on a trip to Miami, 
where he will hold several sales- 
meetings . . . Mr. Yelton repre- 
sents Star Expansion Leon 
Roebuck, Harris Hardware Co., 
Washington, North Carolina, was 
in the hospital for an operation 
. . » Leon is back at his desk part 
time . . . glad to report he is im- 
proving steadily. 

We think all who know him 
will agree Ralph Beinecke (Ralph 
Beinecke Co., Inc.) manufacturer’s 
representatives, is an expert bar- 
becue cook at the shows. . . Look 
around and sure enough, there’s 
Ralph with his chef’s hat and 
apron, cooking on a Big-Boy grill, 
demonstrating just how it should 
be done .. . Ralph has become an 
expert, and certainly has the 
touch. 

Our outstanding hardware man 
for the month is Henry Brackman 
. . » Keith-Simmons Hardware Co., 
Nashville, Tenn. Mr. Brackman, 
still going strong and at his desk 
every day (except vacation), is 74 
years young... has been with 
Keith-Simmons 59 years .. . Al- 
though Mr. B. is now a V. P. and 
general hardware buyer, he start- 
ed with his company as stock boy 
and very often drove the horse 
and wagon delivery ... Henry re- 


(Continued from page 18) 


lates that one time a driver had 
his foot hurt and was put out of 
commission . . . This driver was 
getting $5.00 per week . . . Imme- 
diately Henry got the job for $3.00 
per week ...A charter member 
and secretary of the Nashville Gun 
Club, Mr. Brackman was an ex- 
pert field shooter on quail and 
duck ... We salute this gentleman 
of outstanding achievement and 
wish him all the good things from 
here on in. 

FLASH!! just learned before go- 
ing to press that C. C, Phillips, I. 
W. Phillips Hardware Co., Tampa, 
Florida, was married June 27th ... 
Good Luck! Mr. Phillips we wish 
you and Mrs. Phillips the best of 
everything .. . Keep sending the 
news .. . See you next month. 


e 


J. R. Clark Co. Appoints 
Sales Director, Assistant 


THE J. R. CLarRK Co., Spring 
Park, Minn., announces the ap- 
pointment of Win Johnson as di- 
rector of sales and Glenn R. Hovde 
as assistant director. The appoint- 
ments were effective July 1. 


Johnson 


Both appointees joined the engi- 
neering department of the Clark 
company in 1949. Johnson since 
has been assistant purchasing 
manager, advertising manager, 
Eastern Division sales manager, 
and assistant director of sales. 

Hovde has held positions in the 
city desk and production control 
departments, and has been adver- 
tising manager and Midwest Di- 
vision sales manager. 
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YOU ARE CORDIALLY INVITED TO 
ATTEND THE 14TH ANNUAL 


ational 
Hordware Show 


including the 
LAWN, GARDEN & OUTDOOR LIVING DIVISION 


at the COLISEUM in NEW YORK 
Sept. 28 thru Oct. 2 


‘a 
a, 
mY 


for the trade only 


== 


Rate PR 
a Ot 09 
“yy ees * 


’ , acw 


Join the more than 40,000 buyers who annually make their 
pilgrimage to the merchandising Mecca for hardware, 
housewares and allied items ... lawn, garden and outdoor 
living products. See tomorrow's products and packaging 

.- + learn about the promotions and profit-offerings of more 
than 1,000 manufacturers. Pian now to go to the show 

all buyers know .. . the most complete and diversified trade 
show in America. Fill out and mail the coupon today for 
your free badge of admission. 


—_—_——e— ee ei ee ae ee ee ee 
NATIONAL HARDWARE SHOW 

Suite 1103, 331 Madison Ave., New York 17, N.Y. 

Please check below if you wish vs to make hotel reservations for you. 
(Please Print) 


: 
NAME TITLE 
FIRM l 
STREET ! 

| 











CITY STATE 
TYPE OF BUSINESS 


Please check below the classification of your business. 
Wholesaler Retailer Dept. & Chain Store Buyer 
Importer-Exportet Mfgrs: Agent Manufacturer | Other 








Executive Offices: 331 Madison Avenue 
New York 17, N. ¥., MUrray Hill 2-4802 


Please send us your hotel reservation blank. 
| Minors under 18 yrs. of age will not be admitted under any circumstances. 
em mem ce ce ee 
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Every Handyman 
Needs @ compact, 
easy -to-carry 


@ durable, pliable, 
easy-to-use... and is 
woven with a strong 
selvage. Galvanized after 
weaving. 

@ has increased distortion-re- 
sistance . .. twisted mesh is 
formed tightly, evenly. 

@ is available in all standard meshes 

.. heights from 12” to 72’... roll 
lengths to specifications... 14—20 
gage wires. 


Drop Head Thread 


i 
I 
i 
I 
! 
i 
I 
I 
l 
1 
i 
1 
1 
oz ] 
Display them for easy sales! 1 @ used for poultry netting, baseball back 
! 
! 
| 
! 
I 
I 
] 
l 
i 
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| 
I 
I 
I 
| 
I 
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stops, tennis court enclosures, plaster rein- 
forcement, corn cribs, window guards, vege- 
table bins, animal pens and cages, fur farm 
netting, crab, fish or lobster traps, and other 
applications. 


Warehouse stocks. Quick delivery. Call the nearest CFa! 
sales office. 


Snap a die head in the ratchet 
ring ... cut the thread . . . it’s 
as simple as that! That's why 
your home and farm customers 
want a RIGID drep head 
threader for fast, easy pipe and 
conduit threading. Headscan’t 
fall out . . . dies reverse 
quickly for close-to-wall 
threading. Finest quality 
RiG@Hip long wear. 

ing dies. Conduit 

dies available. 


CF.I-WICKWIRE ( 
HARDWARE PRODUCTS | 
THE COLORADO FUEL AND IRON CORPORATION 


In the West: THE COLORADO FUEL AND IRON CORPORATION 

Albuquerque Amarillo Billings - Boise Butte Denver El Paso 

Farmington (N. M.) - Ft. Worth « Houston - Kansas City - Lincoln - Los Angeles 

Ocklond - Oklchome City - Phoenix - Portland - Pueblo © Salt Loke City 
Son Francisco - Son Leandro - Seattle - Spokane Wichita 

in the East; WICKWIRE SPENCER STEEL DIVISION — Atlanta - Boston 

Buffalo - Chicago - Detroit - New Orleans - New York - Philadelphia 


Order from your 
Wholesaler! 





Slaymaker offers 


FREE 


WIRE RACK 


OUTSELLS LOCKS IN OTHER — 
BOXES AS MUCH AS 5 TO 1 


SLAYMAKER LOCK COMPANY, LANCASTER, PA 
World's Largest Producer of Brass Padlocks 














, . DEALERS PROFIT . 
Hand Carrier Free With All Sets Except No. 12-R CUSTOMERS ARE SATISFIED ; 


(Order in sets or any combination ) 


Exposed Ratchet Type with A D A Re & 


For pipe—"’ to 1” —O0- 
P OO a on A Uniform thickness and exclusive 
"” to 2° —12-R wetsapeoeling_pusvents leakage and 
waste ... keeps your customers 
For bale 'h"" to 1-60-08 asking for more. Special attention 
Enclosed Ratchet Type pve odd size cup orders. Backed 
For pipe— Ve" to 1””—O-R advertising throughout the South 
Vy" to 1%" —11-R and Southwest. 
You can also profit from 
KAYO, TIP-TOP and ADAMS 


Steel hand tools, cold chisels, punches, etc. 
ec F. ADAMS, Inc. van oe co 
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in 
miniatures 
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oS; Compac got the idea from every fisherman the desire for 
a true precision reel at a realistic price. This all new ATLAS +89 is something he wants before he walks in! Here 


is a small, ultra-light spinning reel hand-crafted like a fine watch. The quiet excellence of full-race ball bearings and 
smooth, silent spiral gear drive will complete his decision to buy. . .6.8 ounces of angler excitement in metallic silver 


grey. Priced to introduce you to new sales horizons. Send today for Compac’s complete illustrated brochur: 


aC 
THE MIGHTY ATLAS +89 MINIATURE BALL BEARING SPINNING REEL BY SOLD ONLY THROUGH JOBBERS 


COMMERCE PACIFIC, INC. + IN USA: 161 WEST 24TH ST.. LOS ANGELI FORNIA +« IN CANADA: 76 PEA TORONTO 1, ONTARIO 
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INDUSTRY NEWS 


Richards-Wilcox Elects 
Roth as Vice-President 


Gorpon S. CuLver, president of 
the Richards-Wilcox Manufactur- 
ing Co., announces the election of 
Major General Marshall S. Roth 
to the position of vice-president. 

General Roth joined Richards- 
Wilcox in 1957 as the assistant to 
the president. He previously had 
been in military service and had 
closed his service career as Chief 
of Staff, Air Defense Command. 


+ 


S. R. Slaymaker Il Named 
Company Vice-President 


S. R. SLAYMAKER II has been 
elected vice-president of the Slay- 
maker Lock Co., Lancaster, Pa., 
and will be responsible for its ad- 
vertising and promotion. 


S. R. Slaymaker I! 


The new vice-president is son 
of the company president and 
grandson of the founder. He joined 
the Slaymaker organization in 
1947 as a salesman and at the time 
of his appointment was serving as 
assistant secretary and advertising 
director. 


a 


Southington Appoints 
Chamberlin Sales V-P 


Cyrus C. CHAMBERLIN has been 
appointed vice-president - sales of 
the Southington Hardware Division 
of Screw and Bolt Corp. of Ameri- 
ca, Southington, Conn., according 
to Donn D. Greenshields, president. 


26 





Cyrus W. Chamberlin 


Chamberlin, formerly general 
manager of the Southington Divi- 
sion, has been in the industrial 
fastener field for 25 years. 


(Continued from page 22) 


Mayor Edmund Orgill 
Undergoes Surgery 


EDMUND ORGILL, former head of 
the wholesale hardware firm of 
Orgill Bros. & Co., Memphis, 
Tenn., and presently completing 
a four-year term as mayor of that 
city, underwent surgery recently 
to correct a temporary impairment 
of his right hand and arm. 

Mayor Orgill was in the midst 
of a handshaking campaign seek- 
ing re-election to office when his 
right arm became limp. Although 
he feels physically able to continue 
his normal duties as mayor until 
the expiration of his term January 
1, Orgill announced that upon the 
advice of his doctors he was with- 
drawing as a candidate for re- 
election due to the _ rigorous 
physical demands of a campaign. 


CONVENTION DATES 


American Hardware Mfrs. Assn. joint 
annual convention with the Netional 
Wholesale Hardware Assn., Oct. 4-7, 
Atlantic City, N. J. Headquarters: 
Dennis and Shelburne Hotel. Arthur 
L. Faubel, AHMA secretary, 342 
Madison Ave., New York 17. Thomas 
A. Fernley, Jr.. NWHA, managing 
director, 1900 Arch St., Philadelphia 
3, Pa. 


National Hardware Show, Sept. 28- 
Oct. 2, Coliseum, New York City. 
Sponsored by National Hardware 
Show, Inc., 331 Madison Ave., New 
York 17, Frank Yeager, director. 


National Wholesale Hardware Assn. 
joint annual convention with the 
American Hardware Mfrs. Assn. 
Oct. 4-7, Atlantic City, N. J. Head- 
quarters: Dennis and Shelburne 
Hotel. Thomas A. Fernley, Jr., 
NWHA managing director, 1900 
Arch St., Philadelphia 3, Pa. Arthur 
L. Faubel, AHMA secretary, 342 
Madison Ave., New York 17, N. Y. 


Walter H. Allen Co., Inc., 24th Annual 
Stockholders’ Meeting & Merchandise 
Show, Aug. 31-Sept. 1, at Baker Hotel, 
Dallas. Walter H. Allen, president, 
6210 Denton Drive, Dallas 35, Tex. 


Mid-America Lawn, Garden & Outdoor 
Living Show. at International Amphi- 
theatre, Chicago, Oct. 8-10, 1959. 


Frank M. Yeager, Director, Suite 
1103, 331 Madison Ave., New York, 
N. Y. 


Midwest Hardware & Housewares 
Show. Second annual exhibit at Navy 
Pier, Chicago, Sept. 13-16, 1959. 
Sponsored by Illinois, Indiana, Mich- 
igan and Wisconsin Associations. 
Walter M. Bocher, Show Manager, 
1451 Merchandise Mart, Chicago 54, 
Til. 


National Wholesale Sporting Goods 
Show. Organized and endorsed by 
Sporting Goods Jobbers Association, 
Chicago Sheraton Hotel, Chicago, 
Aug. 2-5, 1959, for jobbers, whole- 
salers and distributors only. Ellis 
Murphy, Manager, 600 S. Michigan 
Ave., Chicago 5, III. 


Beck & Gregg Hardware Company. 
Fifth annual fall merchandise show 
at Atlanta Biltmore Hotel, September 
6-9, 1959. William A. Parker, Jr., Vice 
President and General Manager, P. 
O. Box 984, 217 Luckie St., Atlanta 
1, Ga. 


Dinkins-Davidson, King Hardware, 
Sharp-Horsey Exhibit. Combined trade 
show at Atlanta Biltmore Hotel, 
Atlanta, Ga., Aug. 2-5, 1959. Spon- 
sors: Dinkins-Davidson Hardware 
Co., King Hardware Co., Sharp- 
Horsey Hardware Co., all of Atlanta. 
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When it’s great 
to know you sold him 


ul 


As we tell your customers in our con- 
stant advertising, at critical moments 
it’s great to know the line is 
Gudebrod! Recommend Gudebrod G-6 
Dacron* line with confidence—it will 
never let a fisherman down. 


GUDEBROD G-6 DACRON LINE 


for spinning, bait casting, squidding, trolling 


EXTRA-FINE DIAMETER. : RUGGED STRENGTH. 
Greater casting accuracy i , , Hard, tight braid—a fish on 
and distance, less visibility. ‘4 the hook is a fish landed. 


NO STRETCH. Very sen- S IDs . FISHES PRACTICALLY 
sitive — nibble is instantly Ton} y = DRY. Stands up under out- 
felt, hook quickly set. door conditions; won't rot. 


Steadily advertised in: Other top-performing Gudebrod lines 
GUDESQUID Nylon. Great for squidding. 
OUTDOOR LIFE + FIELD & STREAM GUDETROLL Nylon braided trolling line. 


SALT WATER SPORTSMAN GUDELINE Nylon. For smooth bait casting. 
and other leading G-4 MONOFILAMENT. Limp, for spinning. 
sporting publications 
Write for complete descriptive literature. 
eo ee ee 


I be ready when they Pegg 772.707 cer tnd ea 


ia *DuPont's trademark for Polyester Fiber Gudebrod Bros. Silk Co., inc., Phila. 7, Pa. 
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SCRAPER 


by 
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PRECISION LOADING — Horizontal position of 
bucket while looding mokes cutting easier, re- 
quires less power. 





A Modern 
Dirt Mover for 
High Speed 
Farming 


Here is a highly efficient 
2% yard scraper for all 
earth moving jobs. 

Now farmers with their own 
tractors at low cost con... 


@ level lend for efficient 
irrigation 

@ relevel creas that heve 
settled 

© grede fields for 
improved drainage 
fill gullies and low spots 

© build or meaintain farm 


HIGH SPEED CARRYING — With 6” clearance reeds 
under bucket hauling of dirt can be done at high 
construct terraces, 


tractor speeds. 
< reservoirs, ponds, 


#2e = 


CONTROLLED SPREADING —Front dump per- 
mits earth to be spread in an even, constant flow 
to desired depth. 


« Evewman 


Responds instantly to single 
valve hydraulic control. 
Loads with low power re- 
quirements but with large 
scraper stability. Hauls at 
high speed. Front dump 
permits accurate control of 
fill. Strong, rugged con- 
struction. Years of trouble- 
free service. 






Automatic 


LAND SMOOTHER 






The leader in all parts of America for 30 years. There are two hydraulic 
controlled models—329 for 3 plow tractors—410 for 4-5 plow tractors 


for Automatic Land S$ thing, Dirt Moving and Seed Bed Preparation. 


the EUCLA 


Rubber Mounted 
Floating Hitch 


DITCHER 


Digs ond cleans ditches up to 6° wide 
and 27” deep. Mechanical or hydraulic 
control. Handled by any standard farm 
tractor. One man operation 








Dealer Inquiries Invited — Write for Full Details 


EVERSMAN MFG. CO. 


DEPT. 24+ CURTIS & FIFTH + DENVER 4, COLORADO 
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INTRODUCE NEW 
JON-E PRODUCT: 


DLSLEL3-CGOW 


NEW HEAT ACTIVATED SCENT 
Lures deer in close, hides human odors. Made 
to be used only with the famous Jon-e Warmers. 


To introduce this sensational new product, 
1 reg. 50c Deer-Coy Clip will be given 
FREE with each bottle of Deer-Coy! 
Offer is limited. Packed 1 doz. bottles 
with 1 doz. clips to a carton with attrac- 
tive 4-color display card illustrated above. 
DEER-COY is made from NATURAL deer musk 
and animal glands. CLIP is made of alumi- 
num and beautifully annodized in color. 













——_ 
re ame 





Bottle, list . . $1.95 





HOW TO USE DEER-COY! 1. Hang clip from 
heated Jon-e Warmer. (Fits both Giant 
and Standard size.) 2. Fill absorbent pad 
in clip with Deer-Coy solution. 3. Place 
in Jon-e carrying bag. Carry while stalk- 
ing deer or place nearby when hunting 
from a stand. 







Heavy national advertising will build terrific 
demand for DEER-COY from both bow and gun 
hunters. Order enough. Don't be “sold-out” 
during the deer seasons. 


CHECK JON-E STOCK 


Remember hunters will need more of the famous, 
fast-selling Jon-e Warmers and Jon-e Fivid. 
Call your jobber today! 






For details and catalog sheets write, 


ALADDIN LABORATORIES, INC. © 620 So. 8th S!., Minneapolis, Minn 
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Black Diamond Rotary Mower file. First file created 
specifically for at-home sharpening of rotary 
mowers. Removes nicks and bruises, keeps blades 
sharp all season. Costs only a few pennies per use 
—and the mower’s never wasting time in the shop. 
Comes in durable plastic case. File and case have 
handy hang-up hole. 


You can easily sell a Black Diamond Rotary 


€ C} 
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For more 
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Mower file to just about every rotary mower owner. 
It’s easy to convince customers that it makes good 
sense to spend a small sum to protect an investment 
that ranges from around $50 to well over $100. 


Display this fast-selling file on your counter. 
Hang one on every rotary mower. This file sells 
right through lawn care season. Order from your 


Black Diamond wholesaler today. 


NICHOLSON FILE COMPANY, PROVIDENCE 1, RHODE ISLAND 


information use Handy Return Card, Page 53 29 





INDUSTRY NEWS 





Tackle Shows Scheduled for 
Dallas and Atlanta 


REGIONAL tackle markets for the 
Southwest and Southeast are on 
tap during August. New merchan- 
dise and products for 1960 will be 
exhibited by manufacturers’ agents 
and factory salesmen. 

The fifth annual Southwestern 
event will be held in Dallas’ Baker 
Hotel, August 15-19. Wholesalers 
from Texas, Arkansas, Louisiana, 
and Tennessee have been invited. 
The market is operated by the 
Southwest Tackle Representatives 
Association. Elmore Finch, presi- 
dent of the group, is assisted by 
Irv Bentley, vice-president; Her- 
schel Ivy, secretary; Jim Giesecke, 
secretary, and directors Cecil Mor- 
ris, Bill Moore, Bill Rothrock, and 
Bob Abb. 

New this year, the Southeastern 
Tackle Buyers Market is set for 
August 29-September 1, in Atlan- 
ta’s Henry Grady Hotel. Display 
rooms will be open from 9 a.m. to 
6 p.m. daily. Many wholesalers are 
expected to attend. 

The new event is directed by a 
seven-man board composed of 
Dick Noyes, chairman; Tom Ham- 
brick, treasurer; Charlie Hunter, 
Raby Rabenstein, Lloyd Sikes, Ly- 
man Rogers, and Vern Hall. 


Low Nelson 


Nelson to Represent 
Lou J. Eppinger Co. 


Lou J. EPPINGER Manufacturing 
Co., Detroit, Mich., recently an- 
nounced the appointment of Lou 
Nelson as representative for the 
Missouri, Arkansas, Kansas, and 
Oklahoma territory. The Eppinger 
firm manufactures Dardevle fish- 
ing lures. 


(Continued from page 26) 


RB & W Elects Davey 
Sales Vice-President 


JoHN S. Davey recently was 
elected vice-president in charge of 
sales for Russell, Burdsall & Ward 
Bolt and Nut Co., Port Chester, N. 
Y., according to William E. Ward, 
president. 


John S. Davey 


Davey has served R B & W in 
executive engineering, marketing, 
and production capacities for 30 
years, most recently as vice-presi- 
dent in charge of research and en- 
gineering. Previously he was as- 
sistant sales vice-president and as- 
sistant to the general manager. 


North & Judd Manufacturing Co. Holds General Sales Conference 


When executives and salesmen of North & Judd Manufacturing Co. met recently at a one-time palatial estate in Mas- 
sachusetts’ Berkshire Hills, it was the first time in the company's 147-year history, that the general sales conference had 
been held away from the New Britain, Conn., home site. In the group above, Frederick L. Morrow, president, is seated in 


30 


first row, center. 
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Revolutionary structural-nylon 
and steel design of 





7 NEW REMINGTON Ajj 
AUTOLOADING 
22 


booms gun sales! 


Shooters flock to buy the handsome, super-accurate 
rifle with the lightweight stock that is waterproof, 


oilproof, warp-proof, warm to the touch. 
22LONG RIFLE 

Structural-nylon, the same ultratough material 
used in missiles, machinery, gears and hundreds 
of other industrial applications, is leading a sell- 
ing revolution on a fabulous new firearm. Shoot- 
ers have seen the remarkably graceful Nylon 66 
in many major national magazines. They know SPECIFICATIONS 
of its wonderful fade-proof colors, its perfect . COLORS: Mohawk Brown, Seneca Green. MAGAZINE 
checkering, white diamond inlays . . . and CAPACITY: 14 long rifle cartridges plus one in chamber. 
extremely fine accuracy. Sales prove it! OVERALL LENGTH: 38%”. WEIGHT: 4 Ibs. STOCK: 
So put your customers behind this Structural-nylon. BARREL: Rifled ordnance steel. TRIG- 
advanced rifle, and you'll put your- / GER PULL: 3% Ibs. DROP: 2%”. PULL: 13%”. SIGHTS: 
self ahead of the field in smart, Blade front, wind- and elevation-adjustable rear. SAFETY: 
fast selling. Top-of-grip, thumb type. LOADING: Single or by maga- 
zine through butt plate. CHECKERING: Fore-end, grip 
(22 lines to the inch). ACCESSORIES: Butt plate, fore- 
end tip and grip-cap black with white spacers. White 
diamonds in fore-end. ADDED FEATURES: Steel parts 
. glide on nylon bearings. Needs no lubrication. Stock 
$49°>° resists mold, sun, water, solvents, scratches, insects... 

won't fade, warp or peel 


RETAIL PRICE 


FULLY TESTED TO GUARANTEE SATISFACTION 


SUBMERGED FOR DAYS, the Nylon 66 was fired with 5 HOURS OF RAPID FIRE WITHOUT A JAM were 
full accuracy after being allowed to dry out without achieved with the Nylon 66 by a Remington test engi- 
cleaning or oiling. The stock did not show the slightest neer. He put thousands of rounds through the barrel 
change in dimensions or the slightest loss of its re- as fast as he could fire and reload. There wasn't one 
markable strength. This kind of torture has made the malfunction of the Nylon 66! And even though the 
Nylon 66 the world’s most rigidly tested firearm barrel got too hot to touch, accuracy was not affected. 


Remington Arms Company, Inc., Bridgeport 2, Conn. In Canada: Remington Arms of Canada Limited, 36 Queen Elizabeth Bivd., Toronte, Ont 


@Price subject to change without notice 
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Reap a harvest of profits with 


; DIXASTEEL Bale ties—Coiled baling wire 











Dixisteel Coiled Baling 
Wire is now available 
for these automatic for more hay and forage. The result is greater demand 
balers: 


e John Deere 
@ Oliver Be ready when harvest time comes. Have plenty of 
@ New idea 

@ International Harvester 


Cattle raising continues to increase in Dixie. This calls 


for bale ties and baling wire for automatic balers. 


DixIsTEEL Bale Ties and Coiled Baling Wire in stock. 


@ Minneapolis Moline Order now from your hardware wholesaler or jobber. 
@ New Holland 











ATLANTIC STEEL COMPANY « ATLANTA, GEORGIA 
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Southern 


HARDWARE 


aint and 


loor Coverings 


Rushing gives choice display spots to both floor coverings and paint. 
Here, he chats with customer. 
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By Sophie W. Ellis 


Wm CAN BE done when im- 
proved highways and trans- 
portation make it easy for custom- 
ers to leave the smal] towns and 
shop in the larger cities nearby? 

H. C. Rushing, owner of Rush- 
ing Hardware & Furniture Co. in 
Sheridan, Arkansas, had to face 
this problem. Located in a town 
of only 1,893 population, he had to 
come up with something to keep 
the interest of customers and 
their money in his small-town 
store 

Here’s how the planned promo- 
tion of paint and floor coverings 
proved to be a profitable solution. 

Like many hardware dealers in 
small towns, Rushing formerly re- 
lied on his furniture department 
for a large share of needed yearly 
volume. Before highways were 
improved a few years ago, people 
living in the 30-mile area around 
the town were glad to have a store 


33 








like Rushing Hardware & Furni- 
ture to supply most of their home 


needs. Then good roads brought 
three of the largest cities in the 
state within an hour’s drive. For- 
mer Rushing furniture customers 
preferred the wider selections and 
the “bargain” prices that could be 
found in the big towns. 

“IT was losing volume,” Owner 
Rushing stated. “Furniture on my 
sales floor began looking shop- 
worn. I asked myself a question. 
What could I sell, to take the place 
of furniture, that would make my 
customers prefer to shop here rath- 
er than to go to the big towns? The 
answer that came proved the right 
one. It was — floor coverings and 
paint. Both of these lines require 
excellent service and personal con- 
tact with the dealer. And both 
were long-profit lines.” 


Saies Show Big Increase 


As a result of promotion and 
stand-out service, floor covering 
sales within two years jumped 
from a few rugs sold each year to 
an annual sales volume of $6,000. 
Paint sales almost doubled, with a 
current volume of $8,500 that is 
still growing. 

Equally as good as this in- 
creased volume in the two lines, 
Rushing asserts, is the higher vol- 
ume sold on other lines. With 
these two lines attracting people to 
the store, other items sell faster. 
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As Rushing emphasizes two major 

lines, he finds sales picking up 

throughout the store. Floor 

covering customers are also good 

prospects for waxes, cleaners, 

etc. The rental floor polisher is 
in constant demand. 





Floor coverings and paint are 
given the choice display spots in 
the hardware side of the store — 
near the front. Yard goods are 
shown on rolls, rugs are rolled and 
stood on end, 

Linoleum tile, which is favored 
by those who wish to install their 
own floor covering, is growing 
steadily in popularity. The owner 
makes sure that the customer will 
do a good job of installing. He 
personally instructs the customer 
as to how to prepare the floor, 
how to lay the tile, and how to 
care for the finished floor. 

To help the do-it-yourself cus- 
tomer, two rental floor sanders 
are provided, and one floor pol- 
isher. After the customer has in- 
stalled his own floor, he usually 
takes extra pride in upkeep, and 
rents the floor polisher regularly. 
He also buys waxes and cleaners 
from the store’s display of these 
items. 


Inlaid yard goods usually are 
installed by the dealer. To give 
that extra service that often can- 
not be had in larger towns, the 
service department moves out the 
furniture and cleans the floor. 
When sanding is needed, a thor- 
ough job is done. 


Three Service Men 


Three service men attend to in- 
stalling, and most of their time 
now is occupied with just this. 
They know that the owner has set 
out to give the customer an out- 
standing installation job, and this 
is what they produce. 

“Good installation,” Rushing ex- 
plained, “gives us an edge on our 
city competitors. A lot of our cus- 
tomers who now drive to the city 
for their furniture still prefer to 
get linoleum here. They have 
learned that we go all out to give 

(Continued on page 62) 
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View of exterior of 
modern Fohl Hardware 
in Ft. Myers, Florida. 


By G. H. Watson 


HARDWARE 


Selling Electrical Appliances 


to 


Contractors 


is “big business" with this Florida dealer 


ELLING ELECTRICAL appliances to 
home building contractors is big 
business with Fohl’s Hardware Co. 
in Ft. Myers, Florida. Many of the 
homes built today have all-electric 


look at that 


- ‘= 4 
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kitchens and this dealer sees to it 
that as many houses as possible 
are equipped with units in the 
particular line which he carries. 

“When a contractor builds a 


A portion of the electrical appliance department of Fohi's is shown along with 
Charles Riddling, manager. Store carries a wide and full inventory. 
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house for sale, it is a big selling 
point to have an all-electric plan- 
ned kitchen,” Charles Riddling, 
manager of the appliance depart- 
ment, stated. “Our job is to work 
with the contractor to bring this 
about. We extend him a contrac- 
tor’s price where warranted, but 
what is more important we give 
him time to get the building erec- 
ted and his mortgage placed before 
requiring payment. In other words, 
we extend him the same credit 
that the building supply people ex- 
tend. If the appliances can be in- 
cluded in the mortgage loan—and 
usually they can—so much the bet- 
ter. As a matter of fact, a fully 
equipped kitchen adds materially 
to the value of the house. 

“In addition to the contractor we 
work with architects who may be 
designing houses for the owner. 
We furnish them measurements 
which will enable them to plan 
built-in features like a wall oven 
for the range, a garbage disposal 
and a dish washer. Then our job 
is to sell the appliances to someone 
—the contractor or owner. 

“As to where we get our pros- 
pects, we watch all building per- 
mits and follow up on them, call- 
ing on the builders and sending 

(Continued on page 64) 
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In-store rifle range helps build 


$35,000 Sporting Goods 


Salesman Aubrey Hokett (who shoots either left- or right-handed), takes aim 
on the “target range" at rear of Moore Hardware, Waxahachie, Texas. The brick 
wall, at right, over a foot thick, shows evidence of some poor marksmanship. 
Range has been used for 22-caliber weap for almost a quarter century. 


I A CUSTOMER of Moore Hard- 
ware Co., Waxahachie, Texas, 
wants to try out a .22 rifle, or a 
pistol of the same caliber, he may 
do so there in the store, immedi- 
ately behind the wall to which the 
gun rack is attached. 

It is just a few steps to the stor- 
age section of Moore Hardware 
and an improvised rifle range that 
has been used as such for about a 
quarter of a century. 

On this “rifle range” the cus- 
tomer sights along a narrow pas- 
sageway between bins of reserve 
merchandise. At the end of the 
passageway are various targets. 
Behind these is an old plow disc 
which, with its dished surface, col- 
lects and guides the slugs into a 
corner where two brick walls 
meet. The rear wall is more than 
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a foot thick. 
“In all the years we have used 
this space as a target area there 


By Baron Creager 
Southwestern Editor 


has never been a ricochet,” said 
Stewart Moore, who practically 
grew up in the hardware store 
launched by his father in 1901. 

“There are a few splatters of 
lead, now and then. And there 
have been some poor shots, as in- 
dicated by the pock-marked plas- 
ter well below the targets. But 
there has never been an accident 
and that target range has helped 
sell a lot of rifles, pistols and, 
more recently, pellet guns. 

“It is valuable in another re- 
spect, too. We accept guns that are 
in good condition in trade on new 
guns. I always take the gun of- 
fered in trade to the ‘range’ and 
try it out before making a trade.” 

In Waxahachie the population is 
only 15,500, but Moore Hardware 
Co. does an annual volume of 
$35,000 in sporting goods, includ- 
ing boats, motors, deer rifles, shot- 
guns and pistols. 

Several factors are responsible 
for this feat in merchandising. 

(1) Of the total of 4,080 square 
feet available in a sales and dis- 
play room 48 by 85 feet, one third, 
or more than 1,300 square feet, is 
consistently devoted to sporting 
goods. 

(2) Average sporting goods in- 
ventory is $15,000, including 
boats, motors, and guns. Ammuni- 
tion inventory averages $1,000. 

(3) Three of those connected 
with the store are actively in- 
terested in either boating, hunting, 
or fishing, and can speak with 
authority on those subjects. 

(4) The viewpoint of manage- 
ment on sporting goods, which is 
probably the most important fac- 
tor. 
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Volume 


This viewpoint is illustrated by 
comments of Stewart Moore and 
his son, Martell. Stewart is the 
gun and hunting enthusiast. Mar- 
tell specializes in boats, motors 
and skiing equipment. Neither 
spends much time fishing, but the 
store is not without a fisherman. 
He is Aubrey Hokett, who aiso 
likes to hunt, but prefers fishing. 

Stewart Moore was discussing 
the fact that his gun stock is un- 
usually large for a hardware store 
in a town the size of Waxahachie. 
It was pointed out that with Dal- 
las and at least half a dozen sup- 
pliers only 30 miles distant, he 
could get any gun desired in a 
matter of hours. 

“The rack holds 41 guns and we 
keep 60 or 70 guns on hand at all 
times, not counting pellet guns and 
pistols,’ Stewart explained. 

“Sure, we could get any gun we 
need from Dallas overnight. But 
you can’t tell when a man might 
decide he wants a new gun. When 
the inspiration hits him, he’s ready 
to buy. If he can get his hands on 
the gun he wants and get the feel 
of that gun, he’s almost certain to 
buy. But if we don’t have the gun 
he wants he could cool off, or go 
elsewhere and buy. 

“You just can’t tell when a gun 
crank will decide to buy a gun. 
We sell deer guns way out of deer 
season. The owner likes to drag 
that new deer gun out of the closet 
and show it to friends. So we keep 
a big gun stock.” 

Martell Moore added: “You 
can’t sell sporting goods out of a 
catalog. 

“That is especially true of boats 
and motors. If a man decides he 
wants a boat he wants it now, for 
this weekend. So in season we 
have three boats displayed on the 
floor, two in reserve. We handle 


both aluminum and fiber glass.” 

Last season this store sold 50 
outboard motors, new and used, 
since used motors are accepted in 
trade, and 15 boats. A number of 
these sales involved “rigs,” or 
boat, motor and equipment and so, 
some of these sales amounted to 
$1,500 to as much as $2,500, which 
gave a healthy kick to volume. 
Martell Moore does not depend on 
local potential, so some of the rigs 
were sold as far away as San 
Antonio. 

Sales of skis amount to about 25 

(Continued on page 66) 


In top photo, Owner Stewart Moore 
and son, Martell, stand before well- 
filled gun rack. Boats and accessories 
also account for important volume. 


Shown above is a full view of Moore's 41-gun rack. As a rule, the store stocks 
from 60 to 70 guns in order to take advantage of the whims of the shooting en- 
thusiast, who is more likely to buy if the gun he wants is immediately available. 
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The size and position of the sign above 
the entrance of Universal Supply Cco., 


illustrate the new importance assumed 
by the glass department of the firm. 


By Wm. R. Palmer 


NE OF THE leading glass supply 

houses in Mobile, Alabama, is 
a hardware dealer. Nine years 
ago T. E. Blankenship bought the 
Universal Supply Co. It had the 
usual tiny glass department hidden 
in a corner of the stock room. But 
after 17 years with a leading glass 
manufacturer, it was natural for 
Blankenship to start intensively 
building up his glass business a 
couple of years after taking over 
the hardware business. 

He now has two full time gla- 
ziers working in the shop or mak- 
ing installations, plus a journey- 
man glazier working part time on 
residential glazing contracts. Uni- 
versal Supply Co. handles all types 
of glazing, except large plate glass 
jobs requiring more than two men 
to handle. 

Besides auto glass replacement 
and residential glazing, the firm 
does a good volume in large wall 
mirrors and in glass tops for tables 
and desks in offices, homes, motels 
and hotels. Another source of 
business is fitting glass around 
window air-conditioners. The firm 
now does more dollar volume in 
glass than in all hardware, paint 
and plumbing supplies combined. 

One reason for this is that the 
glass business is not seasonal, at 
least to any disturbing extent. 
Auto accidents occur 365 days in 
the year; with the advent of air- 
conditioning, home-owners replace 
broken windows quickly; and with 
the increasing tendency to use 
large mirrors to open up small 
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GLASS -- 


Sales-Leading Line 


rooms, the mirror business trickles 
in steadily. 

Another reason for steady vol- 
ume is that Blankenship concen- 
trates much of his time on push- 
ing glass. The firm’s newspaper 
and radio advertising is focused on 
glass, though not to the exclu- 
sion of other merchandise. Direct 
mail and personal letters are con- 
stantly sent out to insurance 
companies and contractors. Blank- 
enship personally calls on officials 
in both types of businesses. A 
quarter-page ad is carried in 
the classified telephone directory 
under the “glass” heading, which 
has produced a lot of residential 
replacement business. 

The glass business is not under- 
taken lightly. Blankenship’s capi- 

(Continued on page 66) 
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Mrs. T. E. Blankenship, top photo, pulls 

out one of the hundreds of patterns 

needed for replacing glass. Above, a 

glazier replaces an auto window. Such 

jobs are sandwiched between other 

glass work to keep two glaziers busy 
the year-cround. 
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NEW By Beatrice Miller 
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Announcing YOUR 


Free HOl poG> F 


FREE 
SAMPLES 


To re-introduce itself, store mail- 
ed out 10,000 circulars inviting 
the public to attend open house. 


C STORE 
pacts 


iN EVERY 


Open Every Evening 


7350 BALTIMORE AVE. COLLEGE PARK. MD UN. 4.1185 


Hot dogs and soft drinks were served by 
demonstrator of grills. Outside a fishing 
tackle demonstration drew large audience. 


“Old” Store Stages Comeback 


He CAN a hardware store with 
vigorous new policies establish 
itself in a neighborhood? How can 
an old store, after having slipped 
in services, reestablish its repu- 
tation in a community? 

This problem confronted Harry 
S. Kramer and Louis Rosenbloom, 
the new management of College 
Park Hardware in College Park, 
Maryland. The store is located in 
a shopping center on a route that 
runs through the university town. 
Here a large and stable residential 
population is adding steadily to its 
numbers from newly developed 
industry in the area. 

“The store was old, but we were 
new,” Kramer stated. “Through 
the years, it had lost much of its 
original strength and standing. We 
wanted to restore its rating to top 
place. We had adopted a policy of 
service in many departments not 
heretofore practiced that we want- 
ed our trade to know about. We 
had expanded our stock and 
brought it up to date, given the 
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store new  color- 
ful backgrounds and 
were stressing qual- 
ity merchandise. We 
offered excellent 
values at good com- 
petitive prices. 
“But how 
we effect a 
back for the store 
among its old and 
estranged custom- 
ers? How could we 
reach the many new 
young people mov- 
ing into the area?,” 
Kramer questioned. 
“In order to re- 
build the good will 
that had been lost 
and to introduce 
ourselves, we de- 
cided to hold open 
house—and we drew approximate- 
ly 5,000 people. Though sales vol- 
ume jumped that weekend by 20 
percent we were not operating for 
but to make friends.” 
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within a 
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Setting the date for 
Saturday in June, 
Hardware mailed 
invitations to 
five-mile area 


homes 


The new 
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The new management issued registration slips calling for suggestions as to 


how the store could be of 


greater service to the community — a $10 


merchandise certificate was offered for best suggestion. 


ment announced that refreshments 
would be served and that nu- 
merous demonstrations featuring 
outdoor cooking equipment, paint, 
fishing tackle, and garden supplies 
would be held. Door prizes, sam- 
ples and specials in each depart- 
ment were attractive come-ons. 
Through use of a mobile loud- 
speaker and public address system, 
announcements, interspersed with 
music, proclaimed the event, its 
specials and demonstrations. 

“To assure citizens of the com- 
munity that we wanted this to be 
their store, operated to fill their 
needs, we issued registration slips 
calling for suggestions as to how 
we could be of greater service to 
them through the store. We of- 
fered a $10 merchandise certificate 
for the best suggestion,” Kramer 
stated, reporting that good sug- 
gestions came in. 

Cost of the entire event came to 
approximately $1,000 which cover- 
ed printing and mailing of cir- 
culars, refreshments, door prizes, 
samples, etc. 

At the barbecue where 1200 hot 
dogs and 1500 soft drinks were 
consumed, a factory representative 
in chef’s cap demonstrated outdoor 
cooking equipment on which he 
grilled hot dogs. 

On a nearby parking lot another 
factory representative of fishing 
tackle demonstrated how to cast a 
line, as he fished in a pail of water. 
Questions on fishing were answer- 
ed all day long. 
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Hundreds 
raised questions 
demonstrations relating 
seed, power mowers, sprays, 
insecticides. Personal gardening 
problems were aired and answer- 
ed. 

Information on paint, both in- 
door and outdoor paint, was sup- 
plemented with paint samples. 

At the drawing of prizes, the 
mayor of the town was invited to 
pull winning numbers from the 
box. Items demonstrated such as a 
power mower, barbecue grill, reel 
and rod, and plastic wading pool 
were given away. 


of people listened, 
and witnessed 
to grass 


Personal problems in 
gardening were aired 
and answered as hun- 
dreds of people listened, 
raised questions, and 
witnessed demonstra- 
tions relating to grass 
seed, mowers, sprays, 
insecticides, etc. This 
was another of the fac- 
tory demonstrations 
held during open house 
event which proved 
highly effective. 


“New services which the store 
offered were called to customer at- 
tention. We now take in lawn 
mowers for repair and sharpening; 
we can assist do-it-yourselfers in 
minor electrical and plumbing 
home repairs. We can teach them 
how to go about doing minor home 
improvements on their own, and 
how to carry through a first-rate 
paint job. We sell work clothes as 
well,” Kramer added. “Such serv- 
ices as free pickup and delivery 
on mowers, cutting window shades 
to size, making foreign car keys 
were services we wanted our 
neighbors to know about.” 

The partners were pleased at the 
way people responded in making 
suggestions for store improvement 
and by the number of people drop- 
ping by to thank them for the fine 
presentation of the new store. 
Suggestions such as increased fire- 
arms and sporting goods lines, a 
department directory near the en- 
trance, conspicuous island number- 
ing, and wider and uncluttered 
aisles were received. 

“We observed that factory dem- 
onstrations are very effective in 
instruction and application of mer- 
chandise. This is a feature we 
hope to continue,” Kramer added. 
“The turnout and response con- 
vinced us there is no better way 
to keep our store in the public 
eye than holding open house, We 
like this way of getting together 
and talking things over for the 
benefit of both.” 
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Manager John Korenek, left, talks finer points 
of water pumps to rancher-customer. This dis- 


play on sales floor, su 


ted with frequent 


window displays, stimulates interest in pumps. 


Water Systems 
Sold Annually 


By Ruel McDaniel 


TANTON’S HARDWARE, Alvin, 

Texas, sells about 40 water-well 
pumps annually, largely by con- 
centrating on farmers and ranchers 
who need shallow water wells. 

“Although we're in the rice- 
growing belt, where many large 
water pumps are in use, we con- 
centrate on the smaller farmer and 
rancher who needs only a shallow 
well pump,” John Korenek, mana- 
ger, explained. “That is because 
the large pumps are sold and serv- 
iced by pump specialists, requiring 
considerable specialized training 
and capital. 

“On the other hand, they don’t 
devote much attention to the man 
who needs a shallow-well pump, 
and that leaves a profitable field 
for the hardware merchant with a 
pump department.” 


Floor Display 


Selling pumps and pipe for shal- 
low water wells begins with an 
inviting pump display on the floor 
of the Stanton store, where routine 
customers may see the units and 
examine them leisurely. The dis- 
play likewise serves as a basis for 
the salesmen to suggest well equip- 
ment to farmer customers. 

“But in spite of the interest we 
create in water systems with our 
regular display,” Korenek stated, 
“the best source of sales, we have 
found, is personal contact with 


farmers and ranchers who are 
interested in water systems.” 

Korenek obtains leads on farm- 
ers who are talking about putting 
in new wells and water systems 
from regular store customers. He 
spends as much time as possible 
with farmers when they come to 
the store; and those who have 
bought water systems from Stan- 
ton’s are liberal in dropping tips on 
neighbors who are contemplating 
new water wells. 

“We don’t pay any sort of bonus 
or premium for such tips,” Korenek 
explained, “but we find that farm- 
er customers are glad to pass along 
tips when they think of it. It is 
our job, through casual conver- 
sation, to cause them to think of 
it.” 

For example, recently an owner 
of a small ranch was in the store 
to buy a little fencing. A couple of 
years before, the company had sold 
him a water-well pump and pipe 
Korenek asked him how his well 
was holding up . . . And how his 
pump was working 

After bragging on the operation 
of the pump for a minute, the 
customer added, “Say, Hank Web- 
ster, just up the road from me, 
said he was having a well drilled 
soon. Better get out there and talk 
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to him. .. .”” The tip led to a sale. 

The company provides anything 
from a “turn-key” job to merely 
the pipe for a new well, depending 
on the customer's wants. Although 
the concern does not actually drill 
wells, it has an arrangement with 
a local water-well driller whereby 
the company takes on the complete 
job of drilling and outfitting the 
well and then sub-contracts the 
work to this particular driller. 

Before giving the prospect a 
fina! cost figure for the completed 
Well and system, of course, Kore- 
nek has the driller go with him to 
talk to the prospect so that he in 
turn can give the company a figure 
covering his part of the cost ¢f the 
well. 


Customers Like Plan 


“A few customers like this plan,” 
Korenek explained, “because they 
like to be relieved of all the details 
connected with producing the well 
and putting it into operation.” 

In a deal like this, the well- 
driller stands the responsibility of 
producing a satisfactory well and 
the company makes good on the 
equipment in case of complaint. 

“In working with drillers,” Kore- 
nek stresses, “it is important to 
have a connection with a driller 
who does not himself sell pumps 
and pipe. Otherwise he would be 

(Continued on page 68) 
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Sidewalk mass display 
of outboard motors sug- 
gests wide range of 
models to choose from, 
distinguishes store from 
other dealers. Motors 
lend themselves well to 
display because they 
may be moved easily. 


William R. Palmer 


Upping Sales 


of Big Ticket’ Items 


WY * PERSONALLY install, serv- 
ice, and finance our own 
appliances.” This statement al- 
ways appears in major newspaper 
ads of Coast Hardware Co., located 
at Gulfport, Mississippi for 37 
years. Outboard motors and major 
appliances, including air condi- 
tioners, are grouped in the same 
department because they require 
much the same handling. This in- 
cludes credit, service, promotion, 
trade-ins, and used equipment 
sales. 

C. W. Anderson, in charge of 
this “big ticket’ department, 
actually prefers that the store in- 
stall and test its merchandise. Do- 
ing its own eliminates at least half 
the warranty service calls that 
arise when buyers install appli- 
ances. Store installation also en- 
sures Satisfaction with product 
performance. This is true because 
too many people grumble to 
friends about badly working ap- 
pliances, yet don’t bother to noti- 
fy the dealer. “Store installations 
are reputation insurance,” accord- 





Mechanic finishes winterizing outboard motor in the well equipped shop of 
Coast Hardware Co., Gulfport, Mississippi. 
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Used outboard motors make compact attraction amidst major appliance display. 
Motors were advertised in a Friday's special promotion, similar to one at right. 


ing to C. K. Anderson, founder of 
the business and a hardware man 
for 51 years. 

Total volume of white goods, air 
conditioners, and outboard motors 
last year was $125,000. To service 
them all required 242 men. The 
Andersons believe one man per 
$50,000 volume is a good rule-of- 
thumb figure. Their crew consists 
of two full-time mechanics, plus 
two helpers. The latter are mostly 
handymen around the store, but 
each spends a quarter of his time 
helping with installations or work- 
ing in the repair shop. 

One mechanic has worked on 
outboard motors for nearly 30 
years—Coast Hardware Co. has 
had the same dealership for 25 
years, oldest on the Mississippi 
Coast. The other mechanic spe- 
cializes in major appliances. Each 
has full factory training in the 
other’s specialty. Both work on 
whatever is most worthwhile from 
company viewpoint. They have 
priority on use of the firm’s two 
pickup trucks. 

The service department is self- 
sustaining on non-warranty work. 
Non-warranty service calls alone 
pay for all service salaries. The 
firm will service merchandise 
other than its own, but discourages 
such calls as much as possible 
without offense to customers. 

Reconditioning trade-ins is a 
flexible means of keeping me- 
chanics profitably busy between 
installations and service calls. No 
appliances or motors are resold to- 
day without at least a 30-day 
guarantee. If the men have time 


they rebuild to the highest guaran- 
teed condition that is practical in 
terms of cost. 

Guaranteed rebuilt equipment is 
Coast Hardware Co.’s_ greatest 
traffic magnet. Once shoppers are 
in the store the Andersons can ex- 
tol the latest improvements on 
their new models. Yet, if the cus- 
tomer still prefers a rebuilt model, 
the company makes a reasonable 
profit on it. 

Often the rebuilt unit leads to 
sale of a new one later. This is 
particularly true of outboard 


COAST HARDWARE’S 


WEEKEND 


SPECIALS 
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motors. Many times the customer 
is a novice to boating. He’s not 
sure he’s going to like it. After a 
season with the rebuilt job he gets 
the boating bug for sure. Then he 
goes all-out on a new motor the 
1ext season. 

There is also a rapidly-growing 
demand for small rebuilt motors to 
be carried as emergency spares by 

(Continued on page 70) 
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Long rows of white goods invite shoppers to compare, assist in upgrading. Motors 
and major appliances are grouped in the same department because they require 


much the same handling as to credit, 
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service, promotion, trade-ins, etc. 
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Stock 
Quality Paints 


By Beatrice Miller 


ee E ONLY thing restraining 
the average hardware dealer 
from doing a progressively bigger 
and better volume in paint is his 
own defeatist attitude.” This re- 
mark was made by Norman Gold- 
berg, owner of Bowman’s Hard- 
ware, in Hyattsville, Maryland. 

Goldberg’s own confident atti- 
tude that people want and should 
use only quality paint and his 
stock of three complete lines of 
high-grade paint have helped to 
double paint volume during the 
past four years. 

Climbing steadily and indicating 
that it will surpass the 1958 vol- 
ume of $35,000 in paint and $5,000 
in paint sundries, paint accounts 
for 25 percent of over-all volume. 
Instrumental in stimulating the 
four turnovers a year of the $8,000 


a, 


Owner Norman Goldberg assists customer in selecting paint supplies. 
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Paint 


sales average $15 at Bowman's Hardware, paint stocks turn four times annually. 
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cost stock are promotion, specials, 
demonstrations, and a continuous, 
year-’round paint window featur- 
ing pyramided gallon cans. 

a” continued Goldberg, 
“how many dealers are willing to 
stock a $7 per gallon can of paint? 
Experience has convinced me that 
if a dealer talks the merits of qual- 
ity paint, he will sell more and 
more of the best paint in his 
stock.” 

Color in its great variety is 
stressed by this store. Goldberg 
advocates going to extremes in 
trying to match colors for custom- 
ers. “Our color system of shades 
helps us obtain an infinite variety 
of color combinations, and it is an 
important means of bringing 
home-owners back when further 
paint needs arise. 

“I have personally spent over 
an hour with a customer trying to 
obtain a copper color to match a 
sample piece of material. It pays 
to do this extra service, because 
word will get about that you 
patiently give your time to get 
colors precisely right. We mix pig- 
ments in any quantity so that re- 
sults are uniform. I actually en- 
joy the challenge of getting colors 
right.” 

A small library of color sample 
catalogs is available for use at 
home by customers. Usually, as in 
the case of regular customers, no 
deposit is required. 

Goldberg pointed out that every 
can of paint sold is first put on the 
shaking machine. This draws the 
customer through the paint de- 
partment, and he sees the variety 
of sundries he may need to obtain 
a more satisfactory result. 

Brushes are not concentrated in 
one location; there is one display 
on the wall, another on a table, 

(Continued on page 71) 
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“More profit per dollar investment .. ." 


His Rental Service Pays 


ANY HARDWARE stores rent 
hand and power tools, ladders, 
and floor polishers. Some dealers 
with furniture departments rent 
chairs and dishes. A dealer who is 
convinced that rentals pay is H. A. 
Gentry, Sr., of New York Hard- 
ware & Furniture, Monroe, 
Louisiana. 
“My $10,000 


stock of rental 


Customers may rent new 
hand tools by putting up 
the price as deposit. 
They often buy the tool 
outright, but if it is re- 
turned, it is placed in a 
separate display § in 
used-tool department. 


Store's third floor is 
used for display and 
storage of rental items 
in order that main sales 
floor may be kept as at- 
tractive as possible. 
Rentals help to draw 
traffic to all areas. 


By Sophie W. Ellis 


items,” Gentry stated, “yields 
more profit per dollar investment 
than items for sale on the display 
floor. I do not find that rentals in- 
terfere with sales.” 

Rentals attract customers into 
the store. Those who come in to 


rent floor polishers, sanders, vacu- 
um cleaners, electric hedge shears, 
ladders, hand tools, punch bowl 
sets, dishes, beds, and wheel 
chairs often buy items that go with 
the rentals. 

To keep the attractive display 
floor devoted to items for sale, 
Gentry has converted much of his 
third floor for display and storage 


senders, etc., ore 


Floor polishers, 
by two mechanics. 


kept in repeir 








Occasionally a customer wishes to rent a decorative item from the giftwares 
department. if he is known to the owner or to his son, the request is granted. 


of rental items. An elevator has 
been installed for quick service. 
Hospital beds and wheel chairs are 
among the most profitable rental 
items. The fastest-turning rental 
item is the crutch or the walking 
stick. A walking stick costing 
$1.95 rents for 50 cents a week. 
Crutches costing $5.95 rent for 75 
cents a week. The rented item is 
sometimes kept for months. 

Fifteen hospital beds are on 
hand, including two deluxe models 
that sell for $198.50 retail. Rent- 
ers sometimes keep the beds for 
more than a year, returning them 
in good condition. 

All rental items are  condi- 
tioned by the store’s repair de- 
partment. Baby beds go out with 
plastic covers, which are cleaned 
when the bed is returned. Beds 
also are sprayed with insecticides 
and cleaned when they are re- 
turned. 


Items Profitable to Rent 


Other sick-room items that are 
profitable to rent include tables, 
commodes, guard rails, and bed- 
pans—items that many hardware 
stores carry in stock, but do not 
offer as rental items. 

Gentry bases his rental charges 
on a lifetime of one year for heavy 
items, except floor sanders, which 
have an average life of three 
years. 

On small tools, the customer is 
asked to deposit the value of the 
tool. A hammer with a retail value 
of $1.50 may be kept 24 hours. 
When the customer returns it, he 
receives back $1.00 of his deposit, 
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thus paying 50 cents for the rental. 
On the display floor is an at- 
tractive tool rack from which tools 
may be rented as well as bought 
outright. When the customer wants 
to rent a tool, he makes his selec- 
tion from the rack. When the tool 
is returned, it is placed in a sepa- 
rate display in the used-tool de- 
partment. After the tool has paid 
for itself in rentals, it is often 
placed on the “For Sale” table, 
with a marked-down price. This 
used tool table is a popular spot 
in the store that attracts do-it- 
yourself customers that buy many 
items for the jobs they create with 
the used tool. 

Every sales person on the dis- 
play floor waits on rental custom- 
ers. Two men devote all of their 
time to making repairs and de- 
liveries. 

Delivery service has _ been 
streamlined for economy. The 
town is divided into two routes, 
with daily delivery for each. Two 
trucks care for regular delivery 
and for the special delivery of- 
fered on hospital beds. 

Although the store maintains 
the rental service department on 
the third floor, it advertises that 
anything not too perishable will 
be rented. The customer often 
asks for such unusual items as 
milk glass, crystal, and other 
decorative items from the gift- 
wares department. If that custom- 
er is known to the owner or to his 
son, the rental is made. 

“There is little breakage,” Gen- 
try said. “Because the milk glass 
or crystal goes to someone we 
know, who is a customer, we do 





Wheel chairs and hospital beds are 
among the most profitable rental items. 
H. A. Gentry, Sr., brings out chair. 


not charge for breakage. In fact, a 
small breakage adds to goodwill 
when we say, ‘No charge’.” 

He warned that all rentals 
must be supervised carefully. Each 
item is checked out and checked 
in. Hospital beds are the most 
risky item. One month’s rent in 
advance is required. A definite 
understanding is had about which 
member of the family pays the 
bill. If the next month’s rent is not 
paid promptly, the store’s collector 
calls. 


For Successful Service 


“For successful rental service,” 
Gentry advised, “a dealer must 
have a good stock. This is im- 
portant when he values a reputa- 
tion of having what is called for, 
whether it is rentals or sales. 

“There’s not an item in this store 
that cannot be found elsewhere in 
town. But few stores in the area 
offer the one-stop shopping service 
that we maintain.” 

A daily classified advertisement 
features rentals. One part of the 
insertion is devoted to _ special 
services, such as pipe-cutting and 
threading. 

Gentry values the importance of 
keeping every part of his re- 
modeled store in a neat, attractive 

(Continued on page 72) 
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Model Trains 
Pull New Traffic 


By B. Miller 


A customer and his son, both model railroad hobbyists, look over a portion 
of the supplies which brought this store an impressive $10,000 volume in ‘58. 


} agree dealers seaching for 
a department which offers a 


good markup, increases over-all 
floor traffic, and is not faced with 
competition from chain stores and 
discount houses may find it in 
model railroads. 

Railroad model sales account for 
25 percent of the total volume at 
Bob’s Hardware Inc., Wheaton, 
Maryland. The 1957 volume of 
$2,000 in model railroading in- 
creased to over $10,000 in 1958 
because they stocked the minia- 
ture accessories found so essential 
to success in this field, and be- 
cause they know how to answer 
all questions posed by interested 
prospective customers. The model 
railroad department occupies 120 
square feet of floor space. A 
stock with retail value of $4,000 
is carried throughout the year, al- 
though this is increased to $10,000 
at Christmas. The company figures 


on a 40 percent profit from the 
line. 

“We are essentially a hardware 
store, but in 1957 we put a few 
model railroads, airplane, ship, 
auto, and other hobby sets into 
yur sporting goods department 
Customer enthusiasm built this 
department, and we meet customer 
demand by employing a railroad 
model hobbyist who can talk their 
language and answer their ques- 
tions. An absolute must for suc- 
cess in a department such as this is 
the inclusion of the miniature ac- 
cessories that these hobbyists look 
for,” said Robert N. Youmans, 
owner, pinpointing the importance 
of information and complete stock 
to beat competition from chain 
and discount houses. 

“The retail model hobbyist likes 
someone he can talk to about his 
hobby, someone preferably as en- 
thusiastic as he is. He also wants 
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Robert Youmans, owner of the store, 
left, tailors inventory carefully to 
the needs of the model enthusiasts. 


a store where he can find the 
needed items like replacement 
motors, coupler springs, truck 
springs, grain of wheat light bulbs 
that he cannot find at a chain or 
discount store. The real hobbyist 
goes overboard in satisfying his 
hobby needs and even stints on 
his daily necessities.” 

Youmans remarked that he be- 
lieves railroad model builders 
were to be found in any trading 
area of middle class incomes. A 
good potential exists among boys 
12 to 16 years old, as well as 
among adults of diversified occu- 
pations 

Indicating that people engaged 
in work involving fine detail found 
railroad model building fascinat- 
ing, Youmans recalled that a sur- 
geon in his area, a keen hobbyist, 
dropped by and bought nine 
switches at $4.50 a piece. He also 
pointed out that railroad models 
made excellent gifts at Christmas 

(Continued on page 72) 





For success with this merchandise a 
store must stock a full line of mina- 
ture accessories such as shown here. 
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Scales of camping supplies are stimu- 
lated as they are placed on open dis- 
play along with the fishing tackle. 


By Beatrice Miller 


FFECTIVE display is a leading 

factor in increasing volume in 
fishing tackle sales, according to 
Maurice Britton, owner of Bill's 
Hardware, Landover Hills, Mary- 
land. Here a $4,000 stock in fishing 
tackle turns four times per season. 

From March through October, 
about one-sixth of the store or 200 
square feet is devoted to fishing 
tackle. Everything is put out on 
open display so that customers may 
see, handle, examine, compare, and 
operate the various items. 

Additionally, signs are placed 
right above the displays inside the 
store and in the windows, and to 
tie in with the fishing seasons, 
special bargains are run. 

“There are two or three seasons 
within a fishing season—fresh 
water, salt water, and trolling 
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Effective Display Is 


Increasing Tackle Sales 


which comes in October,” Britton 
explained, “and we plan bargain 
specials for each in order to reach 
a wider market. A fresh water 
bargain special we offered was a 
rod and reel from $4.95 to $7.95. 
In the salt water season we put on 
a special of rod, ree] and complete 
outfit for $19.95.” 

Four times a year Bill’s Hard- 
ware puts out circulars highlight- 
ing items from different depart- 
ments, and these always include 
good fishing tackle specials. Some 
6,000 circulars are mailed within a 
five-mile area and bring an excel- 
lent response. In the circular issued 
in the spring, line drawings were 
used to feature a casting rod, reel 
and line, and tackle box. 

“It is very important to have 
salesmen who can talk fishing with 
the enthusiasm and intelligence of 
a fisherman. Unless a dealer goes in 
for this sport himself, the next 
best thing is to employ someone 
who does,” Britton advised. “We 
have a fishing hobbyist who keen- 
ly enjoys talking to our fishing 


customers, can tell them where the 
fish are biting, the proper kind of 
equipment and lures, and is just 
the person to initiate newcomers 
into the fishing sport. He also can 
repair fishing equipment which is 
very beneficial.” 

This hardware dealer urges a 
wide and varied selection of fishing 
tackle to attract traffic and vol- 
ume. Depth of item is not import- 
ant, but variety is all important, 
according to Britton, and he be- 
lieves mass display is the most 
effective presentation. Buying in 
early spring, Bill’s Hardware be- 
gins its promotion and display with 
the first of March. 

“Additionally, you can step up 
fishing tackle sales by offering rod 
and reel specials as gifts for 
Father’s Day and birthdays,” he 
explained. “Layaways bring only 
a small percentage of our volume, 
but are very much worthwhile. 
‘Will calls’ and revolving charge 
accounts also have their effect on 
fishing tackle volume.” 

(Continued on page 73) 


Youngsters and the ladies are keen fishing enthusiasts, and Bill's Hardware wel- 
comes them. The boys here prefer to select their own lures, while the lady 
gets a bit of help from Owner Maurice Britton in selecting suitable tackle. 
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A COMPLETE LINE OF CUSTOMER- 
PLEASING PRODUCTS: 
@ Galvanized Solid and Twisted Clotheslines 
@ Television Guy Wires 
Swing and Well Chain 
Swing Sets, Dog Leashes and Stake-Outs 
“S” Hooks 
Other Wire and Light Metal Products 


The Line That Sel/s on Sight 


WIRE PRODUCTS COMPANY 


2701 NORTH 24th STREET, BIRMINGHAM ALABAMA 


Member: American Hardware Manufacturers Association 
Now entering our 23rd year of furnishing products to the wholesale trade 
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WHY WE BELIEVE IN 
2-STEP DISTRIBUTION 


A statement of policy by 
Pennsylvania Power Mower Division 
and ACCO Power Products Division of 


American Chain & Cable Company, Inc. 


This Fall, American Chain & Cable Company will introduce two lines of power mowers 
to the public. One will be marketed by the famous Pennsylvania Power Mower Divi- 
sion. The other will be sold by the entirely new ACCO Power Products Division. 


We feel that now is the time to re-state our firm belief in the policy of 2-Step Distribu- 
tion of consumer products. By that we mean—distribution from Manufacturer to Dis- 
tributor to Dealer. Therefore we repeat that our policy will be: 








@ To sell PENNSYLVANIA Power Mower products EXCLUSIVELY to hardware 
distributors and garden supply houses for re-sale to retail dealers. 








@ To sell ACCO Power products EXCLUSIVELY to distributors in the appliance, 
automotive and specialty fields for re-sale to retail dealers. 
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We are convinced that this 2-Step Way is the most efficient, economical and successful 
method of distribution possible. For 3 important reasons: 


1. The nation’s wholesalers provide facilities and services of vital importance. Their 
services enable the manufacturers to market their products at the lowest possible cost. 
They make it possible for all of us—manufacturer, wholesaler and dealer—to share the 
full benefits of mass production. 


2. Today’s low-inventory, high-turnover sales methods make the function of the 
wholesaler invaluable. We therefore will serve you, Mr. Dealer, through the best 
merchandising distributors available. 


3. The ultimate test of any product is consumer acceptance. We are certain that a 
policy of 2-Step Distribution is the only assurance —ours and yours—of lasting cus- 
tomer satisfaction. 


Therefore we pledge: 


@ To sell top-quality PENNSYLVANIA and ACCO Power products to a limited num- 


ber of carefully selected wholesalers. 


@ To deliver the best product at the best price—with healthy profits for both dis- 
tributor and dealer. 


@ To back up our distributors and dealers with solid advertising and merchandising 
support. 


We recognize our dependence upon our distributors and dealers. We welcome the 


opportunity to publish this statement of policy for you, our business partners. 


BC Wp Semniid. CerBlan 


M. R. WILSON ALLAN M. TINKER C. A. SHERA 
General Manager Sales Manager Sales Manager 
PENNSYLVANIA POWER ACCO POWER PRODUCTS 
MOWER DIVISION DIVISION 


PENNSYLVANIA Power Mower Division AND Acco Power Propucts DIVISION OF AMERICAN CHAIN & 
CABLE COMPANY, INC., BRIDGEPORT, CONN. *« PLANT AND DIVISIONAL SALES Orrice, Exerer, Pa. 
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CATALOGS & BULLETINS 


170 Door Hardware. Door Catalog 
A-400 contains 192 pages covering 
the company’s line of hardware. 
Richards-Wilcox Manufacturing Co., 
Aurora, Il. 


171 Hand-Tool Equipment. Auger 
and electric drill bits, chisels and 
gouges, drawknives, door lock bits, 
the #515 Nail Puller, and other 
hand-tools are pictured and described 
in this catalog. Greenlee Tool Co., 
1822 Herbert Ave., Rockford, Il. 


172 Pumps. A loose-leaf catalog, 
No. 1, of the complete Commander 
line of water pumps, water systems, 
and sump pumps is available. The 
Tait Manufacturing Co., 200 Detrick 
St., Dayton 1, Ohio. 


173 Plastic Pipe. Ace Supplex 
flexible polyethylene plastic pipe and 
fittings are described in Bulletin CE- 
57 which gives installation instruc- 
tions. It also contains a chart which 
lists many common industrial liquids 
and specifies which of these liquids 
may be carried in Supplex piping. 
Amerace Corp., 200 E. 42 St., New 
York 17, N. Y. 


174 Hack Saw Frame. An adjust- 
able tubular hack saw frame, No. 325, 
with chrome-plated handle and gold- 
finished blade, together with other 
tools and kits made by the company, 
is fully described in an available 
catalog. Great Neck Saw Manufactur- 
ers, Inc., Mineola, N. Y. 


175 Lawn Mowers. Catalog sheets 
picture and describe the entire Lazy 
Boy and Capri lawn mower line 
and the Lazy Boy riding rotary mow- 
er. Lazy Boy Lawn Mower Co., Inc., 
1315 West 8th St., Kansas City, Mo. 


176 Padlocks. Padlocks to meet 
every need are described in a 20-page 
catalog which features actual size 
illustrations of the company’s entire 
line. Catalog #56 also describes Mas- 
ter’s Special Service Department, as 
well as Master’s padlock and bike- 
lock display boards. Master Lock Co., 
Milwaukee 45, Wis. 
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177 Canvas and Nylon Products. A 
complete line catalog is available 
which contains 48 pages devoted to 
pup tents, tarpaulins, Sure-Fit boat 
covers, and many other items. 
Hoosier Tarpaulin & Canvas Goods 
Co., 1320 West Washington St., In- 
dianapolis 6, Ind. 


178 Hand Tool Handles, Catalog A 
and Chart B are available to assist 
customers in determining which 
handle correctly fits certain striking 
and edge tools. Both are illustrated. 
O. P. Link Handle Co., Inc., Salem, 
Ind. 


178 Special Purpose Planes. “How 
to Use Special Purpose Planes,” a 20- 
page booklet on various types of 
rabbet, router, and double-edge 
tongue and groove match planes, is 
available in reasonable quantity to 
dealers who may have them im- 
printed if they wish. Profusely illus- 
trated with line drawings the book- 
let will be helpful to both veteran 
woodworkers and beginners. Stanley 
Tools, New Britain, Conn. 


180 Insecticide Sprayers. Descrip- 
tive literature which illustrates the 
company’s garden hose-fitting insect- 
icide sprayer, together with its other 
hose nozzles and sprinklers, will be 
furnished on request. Gilmour Manu- 
facturing Co., Somerset, Pa. 


181 Water Skis. The Hydro-Flite 
line of water skis, aquaplanes, and 
accessories is presented in catalog No. 
14. The catalog is in color, with the 
skiing equipment pictured and fully 
described. Hedlund Manufacturing 
Co., Nokomis, III. 


182 Nail Wall Chart. A colorful 
wall chart shows “penny-wise” and 
corresponding nail lengths in inches; 
also illustrates many types of Maze 
nails. W. H. Maze Co., Peru, III. 


183 Toys. A full-color catalog fea- 
tures the leading items in the com- 
pany’s 1959 line of doll carriages, 
strollers, and Keystone items. Also 
available is the toy firm’s complete 


Available free to readers. Write in the numbers 
of items wanted on the return post card, page 53 


catalog featuring the full line of 18 
doll carriages, 10 strollers, two table 
and chair sets, six rockers, and two 
toy chests, plus many Keystone Di- 
vision items. South Bend Toy Manu- 
facturing Co., South Bend, Ind. 


184 Farmers and Ranchers Hand- 
book. Information essential to suc- 
cessful farm operation and items of 
interest to the family are included 
in a 72-page catalog of USS Steel 
Products for farm and home. Illustra- 
tions, application helps, specification 
charts, and “how to” instructions are 
included. General information on 
care of animals, tips on electricity, 
fish ponds, etc., the use of nails; in- 
formation about building materials; 
and an offer of free building plans 
for various types of farm structures 
are included. Tennessee Coal & Iron 
Division, Fairfield, Ala. 


185 Fishing Rods. The illustrated 
1959 catalog of Harnell fishing rods 
introduces a line of salt water con- 
ventional and spinning rods and 
blanks known as the “Ultimate.” 
Ultimate live bait or boat rods, and 
salt water spinning rods are all one 
piece rods in 8’, 9’, and 10’ over-all 
lengths. George Hine Products Co., 
4094 Glencoe Ave., Venice, Calif. 


186 Garden Shears. The complete 
Snap-Cut line of garden shears is 
described and illustrated in a 10- 
page catalog now available which 
includes specifications, finish, pack- 
ing, and suggested list prices. Sey- 
mour Smith & Son, Inc., Oakville, 
Conn. 


187 Tapatco Products. A 24-page 
catalog, combining all Tapatco prod- 
ucts under one cover is available. It 
is printed in three colors and con- 
tains over 130 illustrations of Tapatco 
marine and other products. The 
American Pad & Textile Co., Green- 
field, Ohio. 


188 Store Displays. Each type of 
(Continued on page 56) 
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display item from ticket holders to 
complete display units is fully illus- 
trated and described in a catalog 
which contains much information on 
display assembly. Reeve Co., 9249 
East Bermudez St., Rivera, Calif. 


189 Screw Anchors. Separate cata- 
log sheets in two colors describe and 
illustrate Molly Jack Nuts, Molly 
screw anchors, Molly utility plug, 
and Molly Hi-Speed Installer. Molly 
Corp., Reading, Pa. 


190 Metal Merchandisers. A 40- 
page catalog, #390, illustrates and 
describes the line of Viz-U-Bilt all- 
metal gondola-type, merchandisers. 
Adjustable, perforated metal shelv- 
ing, clip-in splicers, and a complete 
selection of accessories make them 
flexible and adaptable to all types of 
merchandise. L. A. Darling Co., 
Bronson, Mich. 


191 Firearms. An extended fire- 
arms catalog gives detailed specifi- 
cation information, prices, etc., on the 
complete Mossberg line of rifles, shot- 
guns, telescope sights, and Covey 
hand trap. O. F. Mossberg & Sons, 
Inc., New Haven, Conn. 


192 Fishing Equipment. A 32- 
page, 84% x ll-inch catalog which 
gives descriptions, prices, and illus- 
trative details on the complete line of 
Shakespeare reels, Wonderods, lines, 
and miscellaneous accessories for 
every type of fishing is available. 
Shakespeare Co., Kalamazoo, Mich. 


193 Camping Furniture. An illus- 
trated catalog describes the com- 
pany’s complete line of folding cots, 
camp stools, and other canvas-cov- 
ered furniture items. Tucker Duck 
& Rubber Co., Fort Smith, Ark. 


194 Water Pumps. Available to 
dealers is a consolidated 40-page cat- 
alog showing the complete Rapiday- 
ton line, including 2- and 3-wire 
submersible pumps (for wells 0 to 
500 feet); shallow and deep well 
jet pumps; and shallow and deep well 
reciprocating pumps. The Tait Manu- 
facturing Co., 500 Webster St., Day- 
ton 1, Ohio. 


195 Foot Valves. Bulletin 203, a 
complete outline of the company’s 
foot valves, with recommended uses, 
is furnished on request, Strataflo 
Products, Inc., Fort Wayne, Ind. 


196 Electric Trains. A catalog is 
available which gives full informa- 
tion and illustrates the company’s 
line of train outfits and accessories. 
The Lionel Corp., 15 East 26 St., New 
York 10, N. Y. 


197 Wood Bits. A 24-page wood- 
boring tool catalog, No. 53, describes 
all Irwin wood bits, special packag- 
ing, and point-of-sale displays. Rec- 
ommended uses for each wood-bor- 
ing tool, along with balanced stock 
recommendations, are included. The 
Irwin Auger Bit Co., Wilmington, 
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Ohio. 


198 Fishing Lures. Complete in- 
formation on its lines of lures, ac- 
cessories, and displays is covered in 
the company’s 60-page illustrated 
catalog, and a 14-page supplement 
presents the action tackle items for 
1959. Marathon Bait Co., 840 Hen- 
rietta, Wausau, Wis. 


199 Power Pumps, Catalog illus- 
trates and describes company’s com- 
plete line of power pumps and well 
accessories. Special catalogs cover- 
ing “Submerga” pumps, “CJ”, “SJ”, 
and “CJM” jet pumps, hand and 
windmill pumps and water condition- 
ing equipment may be obtained also. 
Red Jacket Manufacturing Co., 1051 
S. Rolff St., Davenport, Iowa. 


200 Pliers. An illustrated catalog 
containing information on a wide as- 
sortment of pliers, hammers, and 
miscellaneous tools is available, 
along with a price list. Merchandis- 
ing helps and suggested assortments 
are described in detail. Champion De- 
Arment Tool Co., Meadville, Pa. 


201 Screwdriver Roll Kit. A cata- 
log page is available in black and 
white which describes and illustrates 
the TK-5 Hold-E-Zee Screwdriver 
Roll Kit. The RT-52 Roll Kit, a spe- 
cial electronics kit, is described also. 
Upson Bros., Inc., Rochester 14, N. Y. 


202 Chemical Dehumidifier. A col- 
orful consumer folder, “How To 
Avoid Rust, Mildew, Musty Odors 
Throughout The House,” gives in- 
formation about De-Moist chemical 
dehumidifier and contains a chart il- 
lustrating many new uses. Also avail- 
able are 3-color catalog sheets fea- 
turing Oven-Aid Cleaner, Free-All 
Septic Tank Cleaner, Chimney Sweep 
Fuel Additive, and Chimney Sweep 
Fireplace Powder. G. N. Coughlan 
Co., West Orange, N. J. 


203 Fishing Tackle. Offering a 
complete line of volume-priced Com- 
pac fishing tackle, the company lists 
hundreds of items in an all-inclusive 
22-page, general catalog Commerce 
Pacific, Inc., 161 West 24th St., Los 
Angeles 7, Calif. 


204 Ornamental Iron, The com- 
pany’s 12-page catalog not only cov- 
ers TFC Ornamental Iron adjustable 
rails and columns, but also explains 


how to sell iron work with “step-up” 
merchandising, getting customers to 
spend a little more. Tennessee Fab- 
ricating Co., 1490 Grimes, Memphis 
6, Tenn. 


205 Industrial Fasteners. A 44- 
page condensed catalog describes the 
company’s line of industrial fasteners. 
The catalog is 54% x 9 inches and con- 
tains illustrations, sizes, packaging 
information and prices on the most 
popular items in the line. Clark 
Bros. Bolt Co., Milldale, Conn. 


206 Life Saving Line. A full color 
catalog page offering illustrations and 
dimensions of the company’s U. S. 
Coast Guard-approved life vests and 
boat cushions will be furnished on 
request. Red Head Brand Co., 4300 
West Belmont Ave., Chicago 41, III. 


207 Twine. A 48-page catalog in 
color entitled, “Columbian Twine for 
Every Use,” is available. The book- 
let describes strength, yardage, ap- 
pearance and price, the important 
factors of strength, knot strength and 
package break. Columbian Rope Co., 
Auburn, N. Y. 


208 Pumps. Lancaster’s line of 
Dutchman jet pumps and of the 
Lawn-Pak lawn sprinkling pumps are 
featured on two available catalog 
sheets which contain complete speci- 
fication data. Also available is a 2- 
page catalog in full color featuring 
the Duai Dutchman. Lancaster Pump 
and Manufacturing Co., Inc., Lancas- 


ter, Pa. 


209 Fishing and Marine Acces- 
sories. The complete 1959 line of Fra- 
bill fishing tackle accessories and 
marine accessories is shown in this 
catalog. Frabill Manufacturing Co., 
234 West Florida St., Milwaukee 5, 
Wis. 


210 Cleaning Supplies. “How to 
Display and Merchandise Cleaning 
Supplies for Profit” is the title of a 
six-page color folder offered to deal- 
ers as an aid in setting up a cleaning 
supplies center. Ox Fibre Brush Co., 
Frederick, Md. 


211 Sportswear. The Clothing 
“preferred by sportsmen for more 
than 50 years” is presented in a color- 
ful sportswear catalog which features 
Duxbak garments that “shed water 
like a duck’s back.” Utica Duxbak 
Corp., Utica, N. Y. 


212 Bells. A 12-page colorful cata- 
log illustrates the company’s line of 
bells. The line includes hand bells, 
tea, call, cow, patio, bicycle, yacht, 
souvenir, and numerous other types 
of bells. Bevin Brothers Manufac- 
turing Co., East Hampton, Conn. 


213 Wood and Sheet Metal Screws. 
Every master carton of Southern 
(Continued on page 58) 


SOUTHERN HARDWARE for AUGUST, 1959 








04 


TW GULF 


2@2eeq 


THE GREATEST 0 NAME 


efG u S Pal OFF 





Bob Toski “Parmaker” 


r 
! 
! 
! 
! 
! 
! 
I 
' 
I 
! 
' 
I 
! 
' 
! 
! 
' 
' 
1 
' 
L 
r 


Bob Toski “World Win” 


PP Se 2 G2 e222 22224222626 
i eee | 


Complete Line now available 
through D & M Wholesalers 


This quality-made line of MacGregor golf equipment is 
exclusive — available only through D & M wholesalers. 

More golf tournaments today—local, regional and na- 
tional—are won by players using MacGregor equipment 
than any other make. As in every year since MacGregor 
started manufacturing golf equipment in 1896, the Mac- 


poten -------- ++ 


Beverly Hanson “Classic” 


Gregor trade mark is recognized as truly—‘“The Greatest 
Name In Golf.” 

Simplify your ordering and stocking of sports equip- 
ment. Boost turnover and profits. Sell the Draper-Maynard 
line that now includes MacGregor Golf Equipment! 


DRAPER-MAYNARD Sports Equipment ¢ 4861 Spring Grove Ave., Cincinnati 32, Ohio 
Plus a full line of MacGregor Putters, Utility Woods and Irons, Balls, Golf Bags 
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wood screws and sheet metal screws 
now contains Folder TC-4, “Instruc- 
tions for Selecting and Using Wood 
Screws and Sheet Metal Screws.” 
Folder TC-4 gives complete instruc- 
tions for measuring length and di- 
ameter, head styles available, pilot 
hole sizes, drill bit sizes, etc. Sup- 
plies of their folders are available to 
wholesalers and dealers handling 
Southern screws. Southern Screw 
Co., P. O. Box 1360, Statesville, N. C. 


214 Sprayer and Duster Line. A 
Hudson Sprayer and Duster Catalog 
(No. 546) shows and describes the 
company’s line of hand- and power- 
operated sprayers and dusters. Acces- 
sories and service parts are included 
also. H. D. Hudson Manufacturing 
Co., 589 East Illinois St., Chicago 11, 
Til. 


215 Toggle Bolts. A two-color bul- 
letin #7001, describes and illustrates 
a diversified line of toggle bolts. 
Complete information on minimum 
back-up clearances required and 
holding strengths of the spring-type 
bolts is provided. Installation in- 
structions are given. Specifications 
provide diameters, lengths, weights, 
catalog numbers, and packaging in- 
formation. Diamond Expansion Bolt 
Co., Inc., Garwood, N. J. 


216 Oilers and Cans. A catalog il- 
lustrating and describing the com- 
pany’s entire line of -oilers, safety 
cans, and oil and gasoline containers 
is available in two forms, No. 55 Gen- 
eral Catalog, and No. 55C Cendensed 
Catalog. Eagle Manufacturing Co., 
Charles St., Wellsburg, W. Va. 


217 Dealer Displays. Thirty-one 
different displays of Cabinet Hard- 
ware are illustrated in Amerock’s 
No. 104 Catalog of Dealer Displays. 
The catalog is said to cover the right 
kind of display for any store arrange- 
ment, any department, or any “on- 
the-job” use. Amerock Corp., Rock- 
ford, Ill. 


218 Aluminum Furniture. The De- 
lighter line of aluminum furniture 
specialties for homes, gardens, beach- 
es, boats, offices, and institutions is 
presented in a color folder. Universal 
Converting Corp., Dept. 1957C, Saw- 
yer St., New Bedford, Mass. 


219 Fishing Reels. A 6-page, 4- 
color catalog, picturing and describ- 
ing the 1959 line of Langley spinning 
and casting reels, is offered. The 
Fisherman's De-Liar is offered in two 
styles, and a display carton for the 
De-Liar is featured. Langley Corp., 
310 Euclid Ave., San Diego 12, Calif. 


220 Humorous Fishing Booklet. 
“How to Catch a Mermaid” is a 12- 
page booklet, printed in color, sched- 
uled for nationwide promotion in the 
company’s “W-40 Mermaid” consum- 
er advertising campaign. Author is 
humorist Ed Zern. A prevue copy is 
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available to dealers, and additional 
copies are packed free with each 
“W-40” Fishing Line Department, for 
customer distribution. Western Fish- 
ing Line Co., Glendale 4, Calif. 


221 Angler's Catalog. “How to 
Choose and Use Your Shakespeare 
Tackle” is a 32-page angler’s catalog 
edited with the cooperation of Ben 
Hardesty, seven times U. S. “Pro” 
Casting Champion and holder of the 
World’s Professional Casting Champ- 
ionship title in 1957. The complete 
line of tackle is illustrated and de- 
scribed with special emphasis being 
put on “Push-Button” reels and rods. 
Shakespeare Co., Kalamazoo, Mich. 


222 Wrenches, Pliers, Tools. Cata- 
log No. W-22 illustrates and gives 
specifications of the wrenches, pliers 
and other tools covered in this cata- 
log. A section is devoted to store dis- 
plays and advertising material which 
Diamond offers. Diamond Tool and 
Horseshoe Co., Duluth 7, Minn 


223 Plastic Housewares. A Lustro- 
Ware catalog illustrating and describ- 
ing over 200 plastic housewares is 
available. Featured is the Lustro- 
Ware Waste Basket Tree display 
stand which holds a 46-piece assort- 
ment of popular sizes of polyethylene 
waste baskets. Columbus Plastic 
Products, Inc., 1625 West Mound St., 
Columbus 23, Ohio. 


224 Window Glass. A_ 16-page 
booklet tells how smart buying, stor- 
ing, and proper cutting of LOF Qual- 
ity Window Glass will increase dealer 
profits. Libbey-Owens-Ford Glass 
Co., 608 Madison Ave., Toledo 3, 
Ohio. 


225 Repair Handle. A catalog sheet 
is available describing the advan- 
tages of the Drive-Ezy Repair Handle. 
Step-by-step illustrations show the 
procedure for inserting the new 
handle which is designed to follow 
the curve of all hollow back shovels, 
spades, or scoops. Reverse side of 
sheet lists stock numbers which the 
handle fits. O. Ames Co., Parkers- 
burg, W. Va. 


226 Portable Charcoal Grills. Full 
color, illustrated, descriptive catalog 
on Deluxe and Promotional braziers, 
barrel braziers, and patio grills is 
offered. Chattanooga Royal Co., Chat- 


tanooga 6, Tenn. 


227 Sling Chains and Attachments. 
A catalog on the entire line of McK- 
Alloy Sling Chains and Attachments 
provides specifications and informa- 
tion on McK-Alloy chain products in 
sizes from “4” through 2” diameter 
inclusive. A section is devoted to the 
use, care, safety, and inspection of 
the sling chains. The McKay Co., 
1005 Liberty Ave., Pittsburgh 22, Pa. 


228 Sabre Saw. The Wen Model 
909 “All-Saw” is described and illus- 
trated in catalog sheet No. 90A110. 
The saw cuts 4x4 at 45°, a 6” log, and 
may be used for fine scroll work. Ten 
action photos show 909 cutting wood, 
metals, leather, plastics, foam rubber, 
etc. The sheet also lists special fea- 
tures, specifications, and assorted 
blades available. Wen Products, Inc., 
5810 Northwest Highway, Chicago 31, 
Til. 


229 Tradesmen Tools. The No. 58 
Rotogravure catalog with 49 pages 
contains newest tools and engineer- 
ing changes in popular lines. Most 
popular Stanley and “Yankee” tools 
used by tradesmen are graphically 
described. Stanley Tools, division of 
The Stanley Works, New Britain, 
Conn. 


230 Specialty Nails. A catalog con- 
taining a wealth of information about 
specialty nails is available. Illus- 
trated with scale drawings of the 
nails, the catalog serves as a refer- 
ence book for both salesmen and cus- 
tomers. It contains complete nail spe- 
cifications. Handy charts give vital 
data about the sizes and quantities 
of nails to use for various applica- 
tions. Each nail is identified by stock 
number and is priced from a separate 
list. W. H. Maze Co., Peru, III. 


231 Fishing Tips and Tackle. The 
24-page “Tips and Tackle” booklet, 
available to dealers for distribution 
to their customers, features stories on 
a fishing trip to Canada by Mo Hoff- 
man and an informative article on 
spinning for Steelhead by Jim Gil- 
lard. Also included are useful tips 
and hints on fishing with spinning 
and fly equipment, as well as a com- 
plete description of the 1959 Airex 
line of tackle. Airex Corp., 411 Fourth 
Ave., New York 16, N. Y. 


232 Brass Plumbing Goods. A 4- 
page folder, LL-9479, features brass 
plumbing products such as ballcocks, 
flush valves, tank levers, etc. 48 
items covered. Mansfield Sanitary, 
Inc., Perrysville, Ohio. 


233 Store Fixtures. Fully illustra- 
ted merchandised wall fixtures, a 
(Continued on page 60) 
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REVERE’S 
FALL HOMEMAKERS HARVEST 


of nationally-advertised specials 


REVERE WARE 








10” Revere Ware Skillet (#1450) regu- $888" 


larly $10.95 





3-pc. Revere Ware Mixing Bowl Set $61” 


(#943) regularly $6.95 


PATRIOT WARE 





HORN-OF-PLENTY KIT 


A big, plonned-in-detail package for you! Ad-mats, 
redio/TV scripts, direct mail, traffic-pullers. Jam- 1%-qt. Patriot Ware Sauce Pan $ 49* 
crammed with ideas for displays, special events and (#440114) regularly $6.25 
demonstrations— everything! 

*Recommended retail August | through October 31, 1959 only 


TIE IN this Fall with REVERE's “close-to-the-market" advertising program in 
THIS WEEK, FAMILY WEEKLY ond other loco! popers. Real retail flair! 
Pian your promotions corefully . . . around these profit-packed specials . . . 
to move all your Revere stock fast. Check your Revere Representative now. 


Or write to * PATRIOT" 


WAKI 


REVERE COPPER AND BRASS INCORPORATED 
Rome Manufacturing Company Division 
Rome, New York «+ Clinton, Illinois + Riverside, California 
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9 ways to win customers 
and influence sales... 


Feature DEALER-TESTED 
ANCHOR BRAND and WILCOX-CRITTENDEN 


os | Dependable Hardware 


UM Check these PROFIT-MAKERS now. 





























HELPFUL 


BOOKLETS 
FREE! 


(Use reply card on page 53) 











EVER RELIABLE 


[] No. 0173 Single Swivel 
Pulley, gray iron, closed cast 
malleable eye, sizes to fit rope 
from %,”" through %,”. 


VERSATILE 
["] No. 676 Eye & Eye Swivel, 


galvanized weldiess drop- 
forged steel in sizes 4%” 
through %” 


EXTRA STRONG 
a) No. 240 Slip Hook is self- 


colored weldiess drop-forged 
steel, sizes to fit chains from 
\%” through 34”. 














>) 














HOLDS FAST 
C) No. 290 Shackle is screw- 


pin type anchor shackle of 
drop - forged weldless steel, 
galvanized or self-colored, 
sizes from \,” through 2”. 


HOLDS TIGHT 


[] Ne. 302 Hook & Hook 
Turnbuckle open, in weldiess 
drop-forged steel, galvanized or 
self-colored, "x4" — 1'/2"x24” 


ALL-PURPOSE 


CJ No. 1 Snap Assortment 
includes ¥%” open eye; %", ¥e” 
swivel eye; spring, bolt snaps; 
in colorful counter display box. 





Fo 























QUICK TO FIX 
[) Ne. 2530 Chain Repair 


Link in cast malleable iron, 
sizes \," through %”; also in 
drop-forged steel, No. 662, 4” 
through 4”. 


LONG-LASTING 
[] No. 15 Curry Comb in 


spring steel or solid brass, re- 
versible circular pattern, red 
enameled wood handle. 


MANY WAYS USEFUL 
["] Ne. 125 Snap is cast mal- 


leable iron with round eye, 
y“", %", %". Cadmium plated 
for rust resistance. 


complete line of gondolas, counters, 
showcases, and display accessories 
are presented in Catalog #59N. 
Price list included. A feature of the 
catalog is instructions for the dealer 
to obtain free store planning service. 
W. C. Heller Co., Montpelier, Ohio. 


234 Marine Lamps and Acces- 
sories. A 16-page 1959 General Cata- 
log covers the complete line of marine 
lamps and accessories, fully illustra- 
ted and with detailed information. 
K-S Marine Products, Inc., Oakville, 
Conn. 


235 Tapes and Tape Rules, Color- 
ful catalog pages cover the com- 
pany’s line of hardware items includ- 
ing all types of steel measuring tapes 
and tape rules from 3- to 100-feet, 
and augmented by woven tapes, 
plumb bobs and hard levels. Also 
given is packaging information, 
weight, prices, etc. Keuffel & Esser 
Co., Adams and Third Sts., Hoboken, 
N. J. 


236 Builders Hardware. A colorful 
104-page catalog illustrates the com- 
pany’s full line of builders hardware. 
New items in the Safe line include 
Champion and Adams-Rite type 
hardware as well as Fraim padlocks. 
Safe Padlock & Hardware Co., Lan- 
caster, Pa. 


237 Fence Products. “American 
Products,” an illustrated general cat- 
alog listing fence and kindred prod- 
ucts, describes numerous types of 
fences and posts. The 4l-page catalog 
also contains information and speci- 
fications on such other items as bale 
ties, corn cribs, hardware cloth, nails, 
roofing sheets, welded wire fabric, 
stone wire, trellises and agricultural 


You give customers assurance of money well 
spent when you offer them Anchor Brand and 
Wilcox-Crittenden dependable hardware. 

This hardware provides a winning combination 
of quality and durability. 

If a check shows your stock of our Anchor Brand 
and Wilcox-Crittenden hardware is low, ask your 
jobber to fill in your stock. The extra business it 
represents means extra profits for you. 


New York * Boston © Philadelphia ¢ Atlanta * Jackson (Miss.) ¢ Buffalo * Detroit * Chicago 


Minneapolis ¢ St.Louis ¢* Dallas «+ Los Angeles 
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wire rope. A chart and table is pro- 
vided to determine how much fence 
and how many posts are required to 
enclose farm acreage. American Steel 
& Wire Division, U. S. Steel Corp., 
Rockefeller Bldg., Cleveland 13, Ohio. 


NORTH — 


Manufacturing Company 
New Britai Cc i 
open gee 238 Casting Rods. A catalog is 
available which presents the com- 
pany’s line of casting rods. New rods 
are highlighted and a number of price 





San Francisco «¢ Seattle * Montreal 
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Use REEVE components 


for self-service sales appeal! 


“J u WALL STANDARDS 


9 No. 40. For wood or 

] q giass shelving; 1/16 
steel 
No. 44, 35 heavier for 

] q heavy duty at no in 
crease in cost. Double 
slotted for continuous | 


Self-Service | ae 
Merchandising Units DISPLAY BOARD, 


1/4” square holes on 1 





centers for strength 


Stability and flexibility 

" of arrangement 

ACCESSORIES 
1 Reeve offers a wide 
t variety of brackets 
ro 1 e pegs, hangers, hooks 
me and other display 

accessories 

IN REEVE SHURE-SELL COMPONENTS you have at 


your command a complete line of self-service dis- 


play equipment, low in cost and easily assembled 


GLASS SHELVING 
Heavy-duty, 7/32 thick; both edges polished 


With self-service units you can increase your ends seamed. Uniform in thickness and durability 


without special tools or skills. 


display effectiveness and cash in on impulse buying 
< 


BIN HARDWARE fr r 
J 


I 

FREE! — STORE EQUIPMENT CATALOG Sw AEN) | 
S at y 4 
Every type of display item needed in the modern self . -_ Jb eS 
service store fully described and illustrated. Loaded Reeve hardware is available to construct every 
with time-saving information on display assembly and conceivable combination of glass bin arrange 
modern store engineering ments corners, splicers, and holders, division 

holders Reeve can supply all your needs! 


Put yourself in the profit picture today! ig 
~ 


t-* 








R E E Vv E Cc Oo Mi PA N Y PRICING EQUIPMENT 


Main Office & Plant: 9249 E. Bermudez St Price strips (steel! or 
Pico Rivera, Calif., OXford 2-3725 aluminum), ticket hold 
ers, plastic tags — numerals, alphabets and one 
piece price tags. You name it Reeve has it! 
Reeve products also available in: San Diego, Oakland, San 
Francisco, Portiand, Seattle, Phoenix, San Antonio, Min 
neapolis, Honolulu and Vancouver, B.C 
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EG BRACKETS 


Precision engineered for 

Ping-pong tables or any 

type of folding leg table. 
One piece construction with positive 
lock. Simple to install. Boxed in sets of 
4 with 24 screws. Suggested Retail 
$3.95 set. 


FOLDING SHELF 
BRACKETS 


Another big seller! One piece 
with heavy 12 gouge flanges. 
Will support ao large voriety of 
drop-leaf, wall-hung shelves or 
table tops. Fits flush to wall and 
folds down flot. Has spring- 
loaded locking device. Boxed in 
sets of 2. Suggested Retail $3.95 


EZEENDD 
TOOL 


Another ‘do-it-yourself’ fast 
moving item. Pocket size—no 
moving ports. Shapes wire 
hooks oe Ve" and %" peg- 
boord. In new counter box in- 
dividually packaged in plastic 
tube with aluminum wire. 
Suggested Retail 98c. 
ALUMINUM WIRE 
Available for Add-on soles 


JOBBERS 
Throughout the U.S.A. 
Write for name 
in your crea. 


ARDOR 


MFG., INC 


IN CANADA: 
Mallory Hdwe. Products, Ltd. 


Blenheim, Ontario 


For more information use Handy Return Card, Page 53 








HELPFUL 


BOOKLETS 
FREE 


(Use reply card on page 53) 











reductions are given. Betts Manufac- 
turing Co., New Holstein, Wis. 


238 Wrenches and Socket Sets. A 
12-page catalog describing Billings 
Life-Time Wrenches and Socket 
Sets is available. Catalog is illus- 
trated with complete description of 
each wrench and socket set. The 
Billings and Spencer Co., Hartford 
1, Conn. 


240 Hack Saw Blades. A catalog 
page is available covering the Grif- 
fin line of Hand Hack Saw Blades, 
Coping Saw Blades, Jig Saw Blades 
and Scroll Saw Blades. G. W. Griffin 
Co., Franklin, N. H. 


241 Water Systems. Bulletin No. 
4961 presents data on the Majorjet, 
a self-priming, electric-motor-driven, 
shallow well pump. Also included 
in the colorful, 4-page bulletin are 
the package systems and accessories. 
The Deming Co., Salem, Ohio. 


242 Simplified Pump Selection. A 
full-color, 12-page catalog, Section 
102, that simplifies pump selection by 
sectionalizing all basic information on 
facing pages has been designed for 
the Olympian line of pumps and 
accessories. The catalog features a 
color coding system and a numerical 
and letter coding system for identify- 
ing pumps, jet packages and tanks. 
The F. E. Myers & Bro. Co., Ashland, 
Ohio. 


243 Outdoor Clothing and Equip- 
ment. Red Head presents its 1959 line 
of products “designed with the sports- 
man in mind” in a catalog containing 
large illustrations and detailed infor- 
mation and prices. Red Head Brand 
Co., 4311 Belmont Ave., Chicago 41, 
Ill. 


244 Chain Data. The Chain Data 
Bulletin 59, a 28-page chain sample 
book, illustrates most sizes of 17 
types of welded and weldless chain. 
Contains 146 actual size illustrations, 
recommended uses, and working load 
limits for each size; also, trade sizes 
and trade numbers, materia] size, 
weight per 100 feet, number of links 


per foot, and finish and packing in- 
formation. S. G. Taylor Chain Co., 
Inc., Hammond, Ind. 


250 Polyethylene Housewares. 
Four-color catalogs illustrate and 
describe the complete line of Polly 
Flex Housewares. Colorful consumer 
folders are also available. Republic 
Molding Corp., 6465 N. Avondale 
Ave., Chicago 31, Il. 


251 Packaged Screws. The color- 
ful catalog P-1, Package List Prices, 
contains eight pages of list prices 
on packaged wood screws, Type A 
tapping screws, machine screws, ma- 
chine screw nuts, stove bolts, and 
carriage bolts. Back cover, inside and 
out, is filled with color illustrations, 
descriptions and explanations about 
the “EZ to C” label system. South- 
ern Screw Co., P. O. Box 1360, States- 
ville, N. C. 


252 Firearms. A 24-page catalog, 
indexed and illustrated, contains de- 
tailed specifications for each of the 
imported sporting arms comprising 
the company’s line: F. N., Sako, F. I. 
and Finnish Lion rifles; AyA and 
Manufrance shotguns; Astra, Star 
and Unique pistols. Firearms Inter- 
national Corp., Dept. P, Washington 
22, D. C. 


253 Lawn Hose Goods. Catalog 
No. H-59 presents the Sherman line 
of lawn hose goods in actual color- 
style, with descriptive information 
and prices. Back page features photos 
and the names and addresses of 
company representatives. H. B. Sher- 
man Manufacturing Co., Battle Creek, 
Mich. 


254 Threadless Pipe Fittings. Cata- 
log sheets carry illustrations, dia- 
grams, and detailed information on 
Slip-On Threadless Fittings, Ball- 
cock and Faucet Adapters. The Slip- 
On Co., P. O. Box 9806, Atlanta 19, 
Ga. 

* 


Paint and 
Floor Coverings 
(Continued from page 34) 


them a superior installation job. 
They know that when an occasion- 
al complaint or adjustment is in 
order, we are right on the spot, 
ready to satisfy the customer.” 

A charge of 35 cents a square 
yard is made for installation. This 
usually is put on the installment 
account bill. 

Paint, the other line that was 
selected to take the place of di- 
minishing furniture sales, is of- 
fered in one complete line. Before 
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Pe 
Bibl jas tipy tb fitch tie et 7 ev 


BIGGEST VALUE IN wooD fat od power BITS... 


“ ZIP BIT 


packed with consumer buy appeal for faster turnover 








Self- Sonvioo Display 


Powerful new selling combination . . . colorful 
all-metal display with GREENLEE ZIP BITS in- 
dividually carded for self-service . . . and priced to 
sell at 60c, 65c, 70c with good markup! Complete 
range of sizes . . . one each %6", Ko", Ko", Me", 
1}46", Ho”... two each 4", %", 4", %", %”", 

%", 1". Sizes boldly labeled for instant selection. 
Complete display takes only 15” wall space 


. +» attracts attention, adds extra impulse sales. b 1] % 
Dealer cost $8.57 ... retail value 20 ZIP BITS p p¥ 
Ui 


- $12.85... dealer prot $4.28. yr Wy 
No. 33DP-20 4% ye : 
EY ie 








7 
f 
/ 


Foat-Selfing Sets 


Choice of three popular sets to boost 
your ZIP BIT volume. Nos. 33M-6 and 
33M-11 include free metal workbench 
rack for your customers. Set packaged 
No. 33R-6 in colorful display carton with clear ace- 


No. 33M-6 with free workbench rack Contoins six ZIP BITS tate cover for Customer inspection and 


with free workbench rack Contain i ZIP BITS .. . one each %" ‘ ty i ae self-service. No. 33R-G in plastic roll 
“> °  %°, %", 


Contains six up BITS .. . one each %” ", Va", Me", We", "Vs", He", "Me", He", in durable plastic roll for toolbox use. 
V.", %e", %", Ve", 1”. List price $3.90. oe , 1. list price $7.15 List price $3.90 


Individually Conded zip eirs ZIP BIT Extonion 


Open stock ZIP BITS to fill in your Self-Service Display. New 12” Bit Extension with ex- 
Individual carding also lets you display ZIP BITS on clusive nonslip hexagon shank. 
pegboard and counters. No. 33 in 13 fast-selling sizes: Gives extra reach for all 4" elec- 
on Ko", %", Vo’, 4", %o" —lise price GOc. Sizes %",' Yo", tric drills. Holds any bit with 4" 

4"—list price 65c. Sizes ' He", %",)%oe", 1°—list price 70c. shank. No. 901. List price $2.00. 


ORDER FROM YOUR WHOLESALER NOW 


GREENLEE TOOL co., 1868S Columbia Avenue, Rockford, ill. 





The NEW 
Profitable Way to 
Sold and Stock 


FAMOUS PHOENIX 
AND JUNIATA 
Horse and Mule Shoes 


PAIR 


HANDY 1¢ 


DISPLAY PACK 


Economical Size for Owners 


Permits Stocking Representative 
Patterns With Small Investment 


Easy to Handle on Counters 
and in Stock Room 


Over 300 Patterns and Sizes—also 
available in 50- and 100-Ib. cartons 


Here's the convenient way to realize extra profits, 
with mini investment, from horse and mule 
shoes. With the new 10 Pair Pack, you need to 
stock only the most popular patterns and sizes for 
your area. Take advantage of the profit oppor- 
tunities this market offers. Send coupon below for 
selection list and prices and free booklet “How to 
Care for the Feet of Your Horses and Mules.” 


PHOENIX MANUFACTURING COMPANY 
JOLIET, ILLINOIS 





World's Largest 
rer 


Horseshoe Products Division 
Phoenix Manufasturing Compeny ¢ Joliet, Illinois 


Send selection list for 10 Pair Pack and free booklet “How 
to Care for the Feet of Your Horses and Mules.” 


For more information use Handy Return Card, Page 53 
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the owner began his current paint 
promotions, he catered mostly to 
local contractors. He still sells the 
contractors, to whom he strives to 
give outstanding service, and he 
also sells the individual who does 
his own painting. To aid the user 
in making color selections, an at- 
tractive paint bar has been set up, 
just beyond the front door. Here 
a rack filled with spray enamel 
encourages impulse buying. Paint 
on wall shelves, kept well filled 
with the complete line, forms an 
impressive background for both 
contractors and individuals. See- 
ing a full and varied line of fine 
paints in the hometown store af- 
fects the customer just as the own- 
er intended. 

“Carrying one complete line is 
more profitable to me,” Rushing 
said. “I can give the customer su- 
perlative service. And one line 
does away with leftovers and odd 
cans that soon become shopworn.” 

Rushing keeps alert for the 
larger jobs on both paint and floor 
coverings. When he senses a good 
prospect, he makes a_ personal 
call. One of the most profitable 
jobs of the year was covering the 
county court house first floor with 
linoleum. 

“That job was a fine piece of 
advertising for the store,’ Rushing 
admitted. “It proved again to 
people that the best floor covering 
service is to be had right here in 
town.” 

Local newspaper advertising 
and handbills, distributed several 
times a year, play a part in the 
promotion of floor covering and 
paint. All advertising matter sup- 
plied by manufacturers is utilized 
to the fullest. 

Rushing carefully estimates the 
value of promoting allied lines 
along with paint and floor cover- 
ing. To illustrate, aluminum awn- 
ings have taken a profitable vol- 
ume boost since a miniature model 
is shown in the paint department. 

Aluminum screens and venetian 
blinds are also fast sellers, now 
that they are promoted along with 
paints and floor covering. Rushing 
regards all of these as allied lines. 
A customer who has installed a 
new linoleum floor and painted 
the walls is easily interested 
in aluminum awnings, aluminum 
screens, and venetian blinds. 

On venetian blinds, Rushing 
again demonstrates the value of 
good dealer service. Although he 
buys the blinds in Little Rock, he 
goes to the customer’s home and 
does the measuring. “Those con- 
tacts in the customer’s home,” he 
said, “are mighty valuable. I make 





some of these contacts myself, but 
most of them are made by the 
service men. My men must be 
good mechanics and good contact 
men combined. I don’t expect 
them to be finished salesmen, but 
I do expect them to make a good 
impression on the customer.” 

Good service, Rushing declared, 
takes time, but is worth time and 
effort. It is the one factor that 
makes the small-town dealer more 
attractive to the customer than the 
dealer 50 miles away, in a large 
city. 

Rushing still sells a little furni- 
ture. Getting out of the furniture 
business is not a weekend matter. 
But furniture never again will be 
a big end of his activity. Now 
that floor coverings and paint, 
with their accessory lines, are 
building into important sales, he 
is making plans for other lines to 
take the place of furniture. One 
of these is electric water pumps. 
Here is an item that calls for good 
service that cannot be duplicated 
by the big-town dealer. A rural 
home-owner who becomes inter- 
ested in improving his home with 
paint and floor covering is bound 
to want a water system, he con- 
cludes. 

“Knowing when to discontinue 
old lines and add new ones is a 
problem that faces nearly all deal- 
ers in small towns—that are too 
close to large cities. I believe 
that good service on the right lines 
selected to take the lead is our an- 
swer to big-town competition.” 


> 


Selling Electrical 
Appliances to Contractors 


(Continued from page 35) 


them literature. But often we 
know who is building or going to 
build before a permit is issued. 
That is because of our wide ac- 
quaintance with contractors and 
our inquiries among architects, 
bankers, building supply firms, 
and others. We ourselves supply a 
wide line of items required by the 
builder and have contact with him 
through other departments.” 

The Fohl company cooperates 
with building contractors by join- 
ing in various home shows and 
demonstration projects. A favorite 
plan of a contractor today is to 
erect one or more demonstration 
houses in a prominent location and 
then offer to duplicate them at a 
fixed price on a lot of the custo- 
mer’s choice. Fohl cooperates with 
contractors in this type of show 
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ACCO SWING KITS ARE 
PACKED FOR 


PROFIT! 


Attractive, Transparent 
Bag Contains Chain 
and Fittings for Making 
a Safe, Strong Swing! 


Here's what the New .icco Swing Kit contains: 


Kids love swings, and so do parents—when they’re safe and 
strong! Now, with Acco Swing Kits, you can sell a swing that’s 
sure to appeal to everyone—kids, parents, and especially you, 
Mister Dealer! The Acco Swing Kit contains chain and fittings 
for assembling a sturdy new swing or repairing an old one. No 
need to stock separate swing components any more— because 
they’re all right here in one complete package. Put up in a 
colorful, transparent polyethylene bag, Acco Swing Kits are 
always ‘‘on display”’ on a counter or on a wall rack. Join the 
swing to Acco Swing Kits—a sparkling new fun item that’s 


packed with profit for you! - 
Specify American when you order these items from your distributor” 


< | Cae 


TENSO CHAIN 


Light, yet strong. In bright, 
bright zinc and hot galvanized 
finish. 100 ft. in carton— 250, 


500 or 1000 ft. on reel. No. 7 
to 10/0 sizes 


* two pieces No. 1/0 Double Loop (Tenso) Chain, 
each 10 ft. long. 


* four pieces 4” (No. 526) Steel “S’”” Hooks. 
* two rust-proof Nylon bearing links. 


All chain and fittings are bright zinc plated. Packed 
five bags to a carton, five cartons to a shipping case. 





JACK CHAIN 


A light weldless chain with 
wide use where strength is not 
a factor. In brass or steel. 50 
ft. cartons or 500 ft. reels. 


SAFETY PLUMBERS’ | 
CHAIN—A light flat chain | 
in brass or steel. Four sizes— 

2/0 to 2. In 50-ft. (cartons) | 
or 500-ft. (reels). i 


SASH CHAIN 


For double hung windows and 
many other uses where flat 
chain is needed. Runs smooth- 
ly over pulleys. In cold rolled 
steel or solid bronze. 


eg SS, 


ELWEL MACHINE PROOF COIL HANDY CHAIN 


CHAIN — Twist link elec- As its name implies, a chain 
trical welded chain. Also in For a host of regular uses ex- of countless uses. Elwel 
straight link. Bright, bright cept lifting. Open hearth basic Handy chain is 66-in. long— 
zinc and hot galvanized finish. steel—self colored. Hot gal- has snap on one end, ring on 
No. 5 to 7/0 sizes. 50 and 100 vanized finish. the other. 

ft. cartons. 


5 a: 2. © 
5 | COLD 
Pw SHUTS 





DOG CHAIN 


AccO makes a 
variety of dog 
chain both in 
welded and weld- 
less styles. Ask 
“your distributor 
for information. 








; 


COTTER PINS 
Made from cold drawn half- 


oe 


iis yt 


TENSO COW TIES 
In a varied range of styles and 
sizes. Bright finish. 


TENSO PORCH CHAINS 
Set consists of two Y-type 
chains, two ceiling hooks. 2/0 
leader with 1/0 branches. 


For joining large sizes of 
chain. Use one size heavier 
than chain size. 3/16 to 1\ in. 


round steel wire. One end ex- 
tended for easy spreading. 
Wide selection of sizes. 








ORDER 

FROM YOUR 

DISTRIBUTOR 

Contact your American Chain dis- 
tributor for complete information 
about these items or write our 
York, Pa., office for free Cata- 

logs DH-176B and DH-140. 


AMERICAN CHAIN 


American Chain Division * American Chain & Cable Company, Inc. 
Bridgeport, Conn. * Factories: *York and *Braddock, Pa. 
Sales Offices: *Atianta, Boston, *Chicago, *Denver, Detroit, *Houston 
*Los Angeles, New York, Philadelphia, Pittsburgh, *Portiand, Ore., *San Francisco im 
*indicates Warehouse Stocks 
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Kyo easy 7o sel! 
NATIONAL 


Ubatedige 


PRODUCTS 
Fe cade they're conveniently 


packaged, easy to install, are made 
of the finest materials, and are priced 
for fast turnover. Place a sample 
order today and you'll soon learn 
they’re real money-makers. 


VINYL-INSERT THRESH- 
OLDS—No exposed 
screws, no hook strips. 
3 widths (1%", 32", 4”) 
—any length. 


TWO-IN-ONE WEATHER- 
STRIP—A doorstop-weath- 
erstrip combination for 
windows or doors. Comes 
in 7’ lengths. 


PACKAGED WEATHER. 
STRIP—Bronze and alumi- 
num—in standard sizes or 
17’ and 100’ rolls. 


SEALER-STRIP—Metal and 
felt weatherstripping. 17’ 
of material in each box. 


INTERLOCK THRESHOLDS, 
SILLS, SADDLES—Wide 


range of designs— oll pre- 
cut ready for installation. 


LINOLEUM BINDING AND 
EDGING—Brass, aluminum 
or stainless steel—in clear 
plastic packages (12'), or 
75’ lengths. 


**CASE-TITE’’ SNAP-ON 
WEATHERSTRIP—For metal 
casements. No nails or 
screws needed. Comes in 
6’ lengths (bulk) or in cut 
sets. 


METAL AND FELT DOOR 
SWEEPS—Choice of 
materials—3 metals, 


2 colors, 2 felts. 


ORDER FROM YOUR JOBBER TODAY 
OR WRITE FOR CATALOG 











NATIONAL METAL 
PRODUCTS COMPANY 


National Metal Products Co. 
2 Gateway Center, Pittsburgh 22, Pa. 


For more information use Handy Return Card, Page 53 





and demonstration. 

The success of Fohl in getting 
the contractor’s business is partly 
due to the fact that it is well 
financed, that the store buys in 
carload lots, has a fleet of delivery 
trucks and handles its own service. 
But on top of that there must be 
active solicitation of business and 
Fohl does that too. The telephone 
is used quite a bit, and up to page 
advertisements run in the news- 
paper usually in cooperation with 
the manufacturers of the equip- 
ment. 

“After all the contractor is look- 
ing for service rather than dis- 
count,” Riddling stated. “He wants 
the merchandise delivered on the 
job at the right time, he wants 
help in planning his kitchen lay- 
outs, and he wants time to close 
his loan before paying for the 
merchandise. It is our business to 
work with him along all these 
lines. One reason we cultivate his 
good will so assiduously is that he 
is a repeat customer. As soon as 
he completes one house or group 
of houses, he is ready to start 
another project and we want to 
start it with him.” 


° 


Range Helps Build 
Sporting Goods Volume 
(Continued from page 37) 


pairs a year. A modest stock of 
marine hardware is maintained to 
meet demands of boat buyers. 

Stewart Moore says sales of 
shoulder guns average 100 a year, 
with 25 percent of these being 
deer rifles. The majority of other 
shoulder gun sales is shotguns. 
Pistol sales average 75 annually, 
with the majority being in the .22 
class. Said the elder Moore: 

“Twenty-five deer guns may not 
seem like a lot of sales in this type 
of gun, but even that many deer 
gun customers are valuable to the 
store. We have made our store a 
sort of gathering place for hunters. 
It is not uncommon just before or 
during deer season to have a 
gathering of as many as 10 or 15 
deer hunters in our store, just 
visiting and comparing notes. The 
same is true, to a smaller extent, 
of quail hunters. I firmly believe 
one of the reasons is our extensive 
ammunition stock. Hunters know 
we always have all types of am- 
munition used.” 

Prestige of Moore Hardware 
with hunters was built in spite of 
some natural handicaps. Ellis 
county is largely devoted to cotton 


production and quail hunting is 
limited to private farms. If the 
quail hunter does not have an un- 
derstanding with some farmer, he 
must go a considerable distance 
for this sport. 

Stewart Moore goes deer hunt- 
ing annually, but he goes more 
than 200 miles to South Texas, as 
do other deer hunters of the Ellis 
county area. Near Waxahachie is 
one private ranch ranging 1,000 
deer. Some of these, naturally, 
escape to free range, but not 
enough for all the hunters. And 
long-range deer rifles are not wel- 
come in a countryside dotted with 
farms. 

One natural handicap—absence 
of a nearby lake—has been elimi- 
nated. Lake Waxahachie is now 
only two years old and has filled 
a long-felt need for fishermen and 
boaters. 

Like most hardware stores with 
sporting goods departments, Moore 
Hardware sells large numbers of 
rubber-band-powered sling shots, 
of the type now commercially pro- 
duced. On a deer hunt, Stewart 
Moore always carries one of these 
sling shots, with a supply of spe- 
cially-made round, lead slugs. He 
uses it to kill snakes, armadillos 
and other small animals, but it al- 
so figures prominently in his 
strategy for deer hunting. 

“If I am stationed at the mouth 
of a canyon, for example,” he ex- 
plained, “I can drop a slug or two 
into the head of the canyon with 
my sling shot. If any deer are up 
there in cover, they will surely 
be disturbed and come my way. 

“IT have used the same tactics 
when at the head of a canyon. 
Deer between me and the mouth 
of the canyon have bolted toward 
me as the result of a slight dis- 
turbance in the brush, created 
with my sling shot.” 


e 


Glass— 
Sales-Leading Line 
(Continued from page 38) 


tal investment is now probably 
around $10,000, exclusive of glass 
stock, though this was not all 
spent at the beginning. The 30’ x 
50’ glass shop at the back of the 
store is half the size of the hard- 
ware store itself. Besides many 
shelves and racks, it contains an 
assembly of sanding belts and a 
large cutting table, plus space to 
work on two cars under cover. An 
A-frame glass rack was built to 
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High Strength 
BARBED WIRE 





Here’s barbed wire you can 


Buy and Sell with Your Fingers Uncrossed 


Selling barbed wire of uncertain origin and 

quality (that varies from too soft to too brittle) 

is a gamble that calls for keeping fingers crossed. 

- first glance, such wire may look like a good 
uy. 


But take a second look! As reported in a lead- 
ing farm publication: “‘Where samples of forei 

wire are analyzed and tested, it frequently falls 
far below American standards of length, gauge, 
quality of steel, galvanizing and workmanship.” 


That’s why it pays to sell your customers Shef- 
field “100” High Strength Barbed Wire. Quality 
is assured by steelmakers you know and can trust. 
Steelmakers who have stood behind their fence 
products for more than 30 years. Steelmakers 
who are neighbors of yours. 


Sheffield “100” Barbed Wire tests up to 20% 
stronger than ordinary barbed wire. Yet it’s pli- 
able and easy to handle. Takes the stretch with 
——_ to spare. Has a tightly bonded coating 
that fights corrosion. Has evenly spaced 2-or 4- 
point barbs with never a skip. Gives your custo- 
mers years of extra service life. Gives him the 
finest in fence at lowest cost per year. Stock up 
now for the demand. Get in touch with your 
distributor. 


Check With Your Distributor 
On The Economies of Mixed 
Shipments of These Sheffield 
Wire Products 


Woven Wire Field and Poultry Fence 
e Barbed Wire « Smooth Wire « 
Ornamental Fence « Steel Gates « 
Coiled Baling Wire « Bale Ties 

Nails and Staples 

Regular, Screw Type and Ring Shank 
Brads, Small Nails, Tacks and Spikes 


Bolt and Nut Products 


SHEFFIELD DIVISION 








ARMCO STEEL CORPORATION 


OTHER DIVISIONS AND SUBSIDIARIES: Armco Division + The National Supply Company + Armco Drainage & Metal 
Products, Inc. « The Armco International Corporation + Union Wire Rope Corporation + Southwest Steel Products 


For more information use Handy Return Card, Page 53 


67 





Di cima. 


TURNBUCKLES 
Assortment Displays 


‘ 
> f 








TURNBUCKLE ASSORTMENT 


52 Turnbuckles in 10 fast selling sizes 
and styles. Attractive 14” x 6” oll 
metal display panel in 3 colors. Unit 
pocked for shipment. A complete line 
of open stock Turnbuckles available. 





EYE BOLT ASSORTMENT 


Ten eoch of the most populor sizes 
of Eye Bolts, boxed by size. Sturdy 
14” x 6” all metal display pone! in 
3 colors. Unit packed for shipment. 
Open stock Eye Bolts available in 8 
thread sizes 





U-BOLT 
ASSORTMENT 
Ten each of the 5 most populor sizes 
of U-Bolts, boxed by size. 14” «x 6” 
all metal display panel in 3 colors. 
Unit packed for shipment. U-Bolts also 
ovoilable from open stock. 











LAG THREAD 
EYE BOLT ASSORTMENT 


80 bright zine plated lag Thread 
Eye Bolts in 6 popular selling sizes. 
Packed for shipment with durable, “ 
colorful 14” x 6” display panel. 
Available in open stock. 


ORDER FROM YOUR WHOLESALER 


[sibatellle Soe. 


BOX 333, MICHIGAN CITY, IND. 
FACTORY: GRAND BEACH, MICH, 





For more information use Handy Return Card, Page 53 
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mount on the company’s %4-ton 
truck, 

Also, because glass stock is 
sometimes bought by the carload, 
ample warehousing is necessary. 
Carload buying offers a big sav- 
ing in cost, though this is partly 
offset by the expense of transfer- 
ring from siding to warehouse. 


Knowing his stock is Blanken- 
ship’s great advantage, since other 
hardware men would have to learn 
their needs as they went along. 
Auto glass, for instance, has to be 
duplicated in clear, tint and sun 
shade (darker tint at the top). Cer- 
tain wrap-around windshields and 
curved rear windows can safely 
be stocked because of constant de- 
mand, others must be ordered as 
needed. 

Auto glass replacement requires 
a file of literally hundreds of pat- 
terns. These are obtained from 
the three major glass manufac- 
turers. Each of them publishes 
110-pages, all-type listings of win- 
dow specifications for all models 
of cars from way, way back, with 
pattern numbers for each window 
in each model. The need for this 
is understandable when it is 
realized that Universal Supply Co. 
is still getting repair jobs on an 
occasional Model-A Ford. 

To keep the two shop men busy 
they have to work on an average 
of at least six cars a day, or the 
equivalent in “side work” such as 
mirrors, windows and table tops. 
Among the car jobs there needs 
to be at least one windshield per 
day, bringing $100 or more, to off- 
set the ventilating windows at $6 
or $8. 

The shop men occasionally have 
to make a survey trip before a side 
work job. With big mirrors in 
private homes, in particular, it is 
necessary to check the span be- 
tween studs so that screw holes 
can be properly drilled in the 
mirror at the shop. 

Doing a big glass business not 
only calls for expensive productive 
labor, but requires high caliber 
clerks in the store, since they must 
be able to take a glass order in- 
telligently. It often takes six 
months training before a clerk can 
handle all glass orders smoothly. 


“Worse than teaching them 
paint stock,” comments Mrs. 
Blankenship, who handles _ the 


office, helps clerk the store, and 
takes many of the glass orders 
herself. “Really, the glass business 
is work all the way around, which 
might be why so few hardware 
dealers push it. But it surely is a 
good, steady, sound business!” 





40 Water Systems 
Sold Annually 


(Continued from page 41) 


competitive in the sale of these 
units.” 

At the opposite side of the sales 
picture is the customer who buys 
his pump and pipe and makes his 
own installation. The company is 
just as appreciative of such a 
customer and it will advise him in 
any way needed to be sure that the 
installation is correct and satis- 
factory. 

Pumps and pipe are priced as a 
unit, and the total price does not 
include the cost of installation if 
the customer wishes the company 
to make the installation. He re- 
ceives that price quotation sepa- 
rately, and it varies according to 
specific conditions. 

“We price all units separately 
from installation,” Korenek ex- 
plained, “because so many custom- 
ers do their own installing. They 
want to know the price, less in- 
stallation; and the customer who 
wants us to install the unit likes to 
have the various major cost items 
broken down too.” 

One service man is trained es- 
pecially to install well pumps and 
set up the complete water system 
if necessary. 

The company sells pumps and 
supplies on credit, with practically 
all customers utilizing FHA Title 
I loans to finance their wells. The 
company likes the plan, because it 
produces the money steadily and 
relieves the management of fi- 
nancing. 

However, if a customer prefers 
to buy his water system on credit 
but wishes to pay for it within a 
few months or a year, the company 
will handle the financing, provid- 
ing of course the customer’s credit 
checks out satisfactorily. 

Although many customers need 
water tanks at the same time they 
have their wells drilled, the 
company does not handle tanks but 
works with local tank builders 
when the customer wishes to have 
a tank man recommended. Tank 
dealers and tinsmiths are the 
source of occasional leads for 
pumps and pipe, Korenek says. 





For information on 
SALES AIDS 
See Page 74 
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TREND-SETTERS in DESIGN 
PACE-SETTERS in SALES! 


That’s the Hi-Standard line for 759! 


From the world’s biggest manufacturer of .22 caliber handguns come these sleek, sure-shooting sensations: 
et" | 


The Dura-Matic: in auto- 
loaders, this is the most gun for the 
least cost . . . perfect for plinking 
and target fun! Smooth-as-silk 
action, uncanny accuracy with .22 
long rifles. 


The Sport-King: here's a 
10-shet autoloader equally pepular 
with sportsmen and target shooters 
. . « fires 22 long rifles, features 
positive lock safety, and choice of 
6%” and 4%” interchangeable 
barrels. 


Eastern Canada Representatives 
Canadian Gun Agencies — 
Peterborough, Ont 


The Double-Nine: fastest-shooting, 
fastest-loading, fastest-selling of all Western-Style 
with single-stroke, multiple ejection . . . truly 
authentic design and priced below all other 22's 
in this class! 


This year the pace in faster-moving handguns will be set again by 
Hi-Standards — the most popular .22 autoloading pistols and revolvers 
ever. They look right, shoot straight, and sell on sight. For more sales, 
higher profits than ever, stay with the trend — 


See your jobber salesman — or write for new full-color catalog. 


THE HIGH STANDARD 


MANUFACTURING CORP. 
HAMDEN « CONNECTICUT 
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The Sentinel: nine-shot re- 
volver available with 2%”, 3”, 4” 
and 6” barrel . . . all firing .22 
shorts, long and long rifles at the 
shooter's option. Snub-barrel Sen- 
tinel is a shining sales sensation — 
comes in sparkling gold, turqueise, 
pink Dura-tone finish as well as 
deluxe nickel or blued. 


For more information use Handy Return Card, Page 53 





END septic tank 
TROUBLES ! 


NEW 


FREE-ALL 


@ Most effective — One treatment pre- 
vents, frees tank clogging 
@ Easy—Just pour into toilet and flush 
@ Safe — Won't harm humans, animals, 
plumbing 
Stock — display — order today! 


G. N. COUGHLAN COMPANY 
West Orange, N. J. 


Mfr. of Chimney Sweep, Process 33, Oven- 
‘wen Cleaner, De-Moist, Easy-Aid Silver Cleaner 





Al 





Tapatco 


HORSE COLLAR PADS 


For every work horse and mule. 
“The pad with the rust-proof 
red hooks” 





Tapatco 


TRACTOR SEAT CUSHIONS 


For every tractor and farm 
implement seat. 


See your jobber or write us. 


THE AMERICAN PAD & TEXTILE CO 


Greenfield, O} 


MAKERS OF FAM ee: | AT 





RSE COLLAR PADS SINCE ! 


70 For more information use Handy Return Card, Page 53 





Upping Sales of 
“Big Ticket" Items 
(Continued from page 43) 


speedboat owners. 

Rebuilt white goods that carry 
a solid guarantee open up some 
markets not often available to new 
merchandise. These are seasonal! 
cottages, remodelled apartments in 
private homes, church and club 
kitchens, etc. 

This is important! The Ander- 
sons estimate each unit of new 
merchandise sold involves hand- 
ling 2% units in appliances and 
three units on outboard motors. 
Three sales out of four, on either 
new or rebuilt equipment, involve 
a trade-in. Whether a profit is 
actually made on a transaction, and 
how great a profit, can never be 
determined until the trade-in has 
been disposed of. 

Much of the firm’s advertising 
ffers bargains on rebuilt equip- 
ment. Ads for new merchandise 
generally mention the minimum 
allowance with each unit for a 
trade-in that is still in operating 
condition. Coast Hardware stresses 
the word “minimum” to encourage 
trade-ins of good equipment also. 
This is for those persons who must 
have the very latest, even when 
their present equipment still works 
efficiently. 

On air conditioners, trade-ins 
are not yet a major factor. Here 
substantial allowances on electric 
fans in operating condition have 
produced good prospects. 

Maintenance service on outboard 
motors brings a lot of traffic into 
the store. In the winter Coast 
Hardware runs 74%” x 912” news- 
paper ads listing the 25 major 
steps taken in their maintenance 
check-up for outboard motors. 
Charges for this are $10 for motors 
under 10 hp, $15 for motors over 
25 hp, and $12.50 for those in 
between. 

Behind the store is a testing 
shed, enclosed with strong wire 
and a locked door. It contains two 
test tanks where motors can be 
run for hours without bothering 
anybody. 

Here all new motors also get a 
tune-up run. The buyer is sure of 
receiving a motor that is ready to 
go on his first day off. O. L. Ander- 
son, hardware supervisor at the 
store, remarks there is nobody 
likely to be quite so disappointed 
and bitter as the buyer of a new 
outboard motor that balks or sput- 
ters on the first time out! 

Total credit at one time runs 
between $60,000 and $70,000, or 





half the annual volume of big 
ticket sales. Credit and office pro- 
cedure are the responsibility of 
W. W. Anderson, third son of the 
founder. Thus half the manage- 
ment is devoted to appliances and 
motors. The Andersons feel this is 
a proper division. They suspect 
many hardwaremen don’t give big 
ticket items the time and effort 
their share of total dollar volume 
warrants. Such dealers expect to 
hand merchandise over like nails 
or paint, and not be bothered with 
details like selling or credit! 

Coast Hardware Co. carries 
paper on any good risk. They have 
nearly 5,000 records of credit 
transactions accumulated over the 
years. Hence they seldom need 
credit information from other 
dealers, except on newcomers to 
the city. Coast Hardware is the 
leading source of credit informa- 
tion for other dealers. 

The Andersons insist on 20 per- 
cent down payment. Thus they are 
protected against loss from re- 
possession. They also find that 
with substantial equity involved, 
a buyer is much slower to default. 

A contract seldom is made for 
more than 12 months, for several 
reasons. A buyer who needs more 
time than a year is apt to be over- 
loaded already with payments. A 
lon- -*ertract increases the ratio 
of L st to principal. It makes 
the trade-in value smaller to total 
amount paid, and Coast Hardware 
expects to trade again at a later 
date. 

Finally, a short contract can be 
stretched if the buyer gets in a 
jam. Then neither party is hurt. 

A prompt follow-up on delin- 
quents is basic to the store’s opera- 
tion. The Andersons insist on 
knowing why a payment is late 
and work for a definite commit- 
ment as to when and how the 
buyer will catch up. Important 
point about credit, they state, is 
never ignore a default. One pay- 
ment in arrears can be negotiated 
easily as a rule, but two payments 
delinquent usually lead to re- 
possession sooner or later. 

Carrying charges are always 
pro-rated if a contract is paid off 
ahead of schedule. “We're dealers, 
not bankers,” C. W. Anderson 
emphasized. “We protect ourselves. 
Beyond that we give the customer 
every break. It brings them back 
again for sure.” Easy credit also 
brings the customer into the store 
at least once a month. Coast Hard- 
ware’s payment desk is in the rear 
corner of the store on the hard- 
ware side, exposing the payor to 
many small impulse sale displays. 
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Stock Quality Paints 
and Make ‘Em Pay! 


(Continued from page 44) 


and still another on a table farther 
back to catch the eye of the cus- 
tomer. “Repeating an item im- 
pressed a customer,” Goldberg ex- 
plained. 

Bowman’s Hardware spends 
about $1,000 a year on paint pro- 
motion. This is spent purposefully. 
For instance, a full-page advertise- 
ment is run in a local, 12,000-cir- 
culation newspaper during an off- 
season month like January. This 
increases normal paint business 
for the month by about 50 percent, 
according to Goldberg. Then some 
10,000 circulars on general hard- 
ware, which include a reference to 
paint, are mailed in the spring, 
fall, and just prior to the Christ- 
mas holiday season. The three 
mailings of circulars cost about 
$335 each. Demonstrations are an 
important part of this store’s paint 
promotion program. Held twice a 
year, they draw about 300 people 
each time. At a recent demonstra- 
tion on spatter-paint technique, 
which proved very successful, cus- 
tomers were invited to bring along 
articles they wanted painted. 

These events are promoted at 
the counter and publicized in the 
local press for days before they 
actually take place. 

Paint specials—held in conjunc- 
tion with suppliers, who furnish 
advertising on a 50-50 basis—fea- 
ture such items as one-gallon cans 
of floor enamel at a reduced price 
during the paint season and pro- 
mote traffic and sales. 

The average paint sales at this 
store is $15, with approximately 
another $2.50 being spent on such 
paint sundries as_ turpentine, 
brushes, rollers, steel wool, sand- 
paper, or ladder rental. Partly re- 
sponsible for this high average is 
Bowman’s liberal attitude toward 
credit and merchandise returns. 

In handling sales of paint, Bow- 
man personnel, who have thor- 
oughly familiarized themselves 
with paint and painting methods, 
first make interested inquiries 
about what the paint is to be used 
for, the condition of the present 
paint, and the surface to be 
painted; then they proceed to sug- 
gest to the customer those paint 
sundries he may need to get the 
best results. 

“Since we are selling him quali- 
ty paint, we want to make sure his 
results merit the time and effort 
and money he puts into his paint 
job,” explained Goldberg, adding, 
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|= J HARDWARE SPECIALTIES 
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... for “Profit-Plus” 
hardware sales! 















































Richards-Wilcox offers the proverbial “horn- 
of-plenty” from which you can obtain a com- 
plete line of standard hardware items plus a 
diversified line of hardware specialties. Many 
items you will undoubtedly want to stock . . . 
others, because of their special applications, 
you will want to buy only on customer request. 
In either case, R-W offers a prime source for 
those important hardware specialty items that 
will earn many dollars of “added-profits” each 
year. The next time you receive a customer 
request for a hard to find hardware specialty 
item, look in your R-W catalog — your direct 
line to “profit-plus” hardware specialties. 


Yl 





MANY OF THE R-W HARDWARE 
SPECIALTY ITEMS AVAILABLE 


Industrial and Commercial 
Doors of all types 

Sliding Door Hangers and 
Tracks 

Fire Doors and Fire 
Hardware 

Fusible Links 

Hinges of all types 
Panic Bolts, Door Bolts 
Latches, Hasps and Catches 
for Doors and Gates 

Fire Station Bolts, Cremone 
Bolts 

Flush Pulls, Bow Handles, 
Stay Rollers, Floor Guides 
Handrail Brackets 

Concrete Inserts and Studding 
Sockets 

Door Closers 

Electric Operators for Doors 
and Gates 

Airplane Hangar Door Equip. 


Richards-Wilcox joa: 


MANUFACTURING COMPANY 


336 W. THIRD STREET 


AURORA, ILLINOIS 


For more information use Handy Return Card, Page 53 





“We simply make sure he has 
everything he needs for a first- 
class job. After all, the better a 
customer’s job turns out, the bet- 
ter it is for us.” 

Goldberg prepares for his peak 
paint season in the spring with an 
order for 650 gallons, taking ad- 
vantage of discounts for quantity 
buying. Popular numbers in house 
paint and accessory items are 
stressed in this first order. Weekly 
fill-in and periodic reorders fol- 
low. 

To build a good volume in paint, 
it is necessary for a dealer to 
possess a thorough knowledge of 
his product. Customers expect it, 
and it is easily obtained from fac- 
tory literature, discussion with 
manufacturers’ agents, experience 
with paint around his home and in 
the store, and alertness to paint 
trends as described in home deco- 
rating journals. 

“Paint is one item that the hard- 
ware dealer can afford to be ad- 
venturous with; it is not a self- 
service item,” Goldberg declared. 
“Paint takes knowledge, instruc- 
tion in application, and skill in 
color mixing, and that means that 
our competitor, the supermarket, 
cannot cut in on this department. 
Paint is strictly a hardware store 


item, and if it is given the promo- 
tion, quality stock, and space it 
merits, it can really take a hard- 
ware dealer a long way.” 

Volume depends to a great ex- 
tent on satisfied customers pro- 
viding future business. These cus- 
tomers can be depended upon to 
have a good effect on every de- 
partment, not just at spring re- 
decorating time when they buy 
cleaning supplies, shelving, or new 
housewares, but throughout the 
year in a variety of miscellaneous 
departments, such as tools or even 
toys. 


* 


His Rental Service Pays 
(Continued from page 46) 


condition. Space devoted to rent- 
als, on the third floor, is bright 
and orderly. The hardware display 
floor is unusually inviting, with 
giftwares and housewares at the 
front, and items for do-it-your- 
selfers attractively shown. 

“IT have a two-way promotion 
plan for rentals,” Gentry ex- 
plained. “They must pay for them- 
selves, render a good profit, and 
then they must build traffic for 
other lines. We are convinced that 


rentals do both jobs well.” 

Rentals even have a direct sell- 
ing job here. When a customer 
rents a more expensive item for a 
month, he may use the rent as 
down payment on the purchase of 
the item. The value of this plan 
was demonstrated recently when a 
customer rented a set of wrought 
iron garden furniture for a special 
event, paying a month’s rent. The 
rental charge was used then as the 
down payment to buy the furni- 
ture. 

“Some people want to keep an 
item after they use it a day or 
two,” Gentry concluded. “We find 
that we sell a substantial number 
of items here to customers who 
never would have bought it had 
they not rented it first.” 


7 


Model Trains 
Pull New Traffic 


(Continued from page 47) 


for youngsters who had outgrown 
toys and games. 

“There are two kinds of hobby- 
ists in railroad models—those who 
enjoy running trains, and those 
who build models. Today there are 
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pre-packaged sets of railroad 
models that require no experience 
to sell. We carry these items, but 
these do not appeal to the hobby- 
ists I am talking about,” explained 
Youmans. “Our success is with 
the railroad model builder who 
handles the set scaled from an 
actual railroad. This hobbyist 
knows the many types of loco- 
motives for a particular job, is 
familiar with various types of 
couplers, has a basic electrical 
knowledge, goes in for such re- 
finements as running two separate 
trains on two different tracks, and 
knows how to make minor adjust- 
ments if he gets a dead short and 
no action.” 

Bob’s Hardware has complete 
railroad setup with a few basic 
accessories in the window of the 
store. Expensive imported minia- 
ture accessories are placed in lock- 
ed glass cabinets. 

All buying is done from one 
supplier in Baltimore, with heavy 
stocking for the holiday season in 
early September. The usual terms 
are allowed, with Youmans offer- 
ing discounts for cash in some in- 
stances. The department manager, 
a railroad model-building hobbyist, 
does all buying for this depart- 
ment. Youmans believes this es- 


sential in order to stock the many 
miniature parts and accessories 
that real hobbyists look for, and 
which competitors do not carry. 

“Our merchandising trend is 
away from toys and wheel goods 
that the Christmas shopper can 
buy in any chain or discount house. 
We've turned to items like rail- 
road models that require personal 
attention that competition cannot 
provide,” he continued. 

No formal promotion of any 
kind is done during the year. But 
for the holiday season a 24-page 
catalog of hobby items is pre- 
pared with the supplier, and at a 
cost of about $49, Youmans dis- 
tributes from door to os some 
1,000 catalogs in early November. 

“Besides bringing good profit- 
able volume in itself, railroad 
models affect traffic, since chil- 
dren draw their parents into the 
store. Adult modelers, once in the 
store, buy other merchandise as 
well,” he commented. 





For information on 
CATALOGS & BULLETINS 
See Page 52 











Effective Display Is 
Increasing Tackle Sales 


(Continued from page 48) 


For Mother’s Day Bill's Hard- 
ware put on a special of tackle 
boxes and they sold very well. 

A good fishing tackle business 
has a marked effect on camping 
supplies. Fishing customers are 
responsible for 35 percent of the 
volume in such items as ice chests, 
camp stoves, lanterns, air mat- 
tresses, and swim supplies. 

“We find the discount house no 
threat whatsoever to our fishing 
tackle volume. They do not have 
the service, cannot provide the 
information that our fishing 
customers look for. Our prices are 
competitive and are still profit- 
able,” Britton explained. “More- 
ever, at our store they can see and 
handle and compare prices and 
quality on any item in front of 
them. They are not buying a boxed 
job. We will also repair their 
equipment, and not pressure them 
into buying new merchandise. This 
is what holds our customers and 
brings them back after 


season.” 


season 





reloading 


[LOZa 


set: 


Your customers will agree —the Lyman Vandalia is the finest and 

fastest reloading set specifically designed for shotshells. They'll be 

amazed at the low cost of this precision instrument —and they'll be quick 
to buy when you tell them the Vandalia will save them from 50 to 80% 


of their shotshell costs! 


And the market's so big — anybody who uses a shotgun, anybody 
concerned about the high cost of shells — just about any scattergunner 
is a likely prospect. Now the average shotgunner can save enough 

on ammo costs in just one season to pay for his top-performing 


shotshell reloading set! 


The new Vandalia set is available in 12, 
shells using “new style” crimp. The standard die sets for 12 
Magnum shells. 


and 20 gauge also reload the 3” 





16, and 20 gauge for 2%” 





Tell your customers: reloading fired 
shotshell cases with the new Lyman 
Vandalia is like finding money on the 
With the Vandalia, anyone can reload from 50 to 75 shells per hour — gone Every time they pick up a 
and it’s so easy! Here's real high speed performance combined y 

with low cost: only $34.50 at list, complete. 


red case, they save a nickel or more, 
depending on the loads they use! 








Write today for free catalog of Lyman products 
and name of your nearest Lyman jobber! 


\) 
RELOADING pl SrenTS SCOPES ° SHOTCUN CHOKES 


THE LYMAN GUN SIGHT CORP 
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MIDDLEFIELD. CONN 


For more information use Handy Return Card, Page 53 








DEALER SALES AIDS 


For more information on these sales 
aids use the free post card on page 53 


Sliding Glass Door Closer 


The “Reel” Sliding Glass Door 
Closer, manufactured by The Shelby 
Spring Hinge Co., Shelby, Ohio, is 





being supplied in a colorful counter 
display box. 

The box holds 10 individually 
packed closers and takes small 
counter space. For more informa- 
tion— 

Write in No. Pl on card, Pg. 53 


Flashlight Batteries 


Two flashlight battery merchandis- 
ing innovations—a handy-sized, con- 
sumer pack of two batteries, and a 
combination carton and _ counter 
merchandiser—are made available by 
Burgess Battery Co., Freeport, Il. 

Made of heavy cardboard, the Two- 
Pack locks the batteries in place, yet 
permits them to be seen and ex- 
amined when on display. Contents of 
the pack are identified on all sides 
by illustrations and sales messages; 
each Two-Pack is prepriced. 

The Two-Packs can hang on a Peg- 
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board display, can be stacked in 
pyramids, or can be displayed right 
in the newly designed red and white 
Rip-Top carton. The carton contains 
a half-gross of the “D” cell batteries 
and converts to a counter merchan- 
diser when a tab is pulled to remove 
the top. For more information— 
Write in No. P2 on card, Pg. 53 


Fast-Eye Pulleys 


A “tells all” display box containing 
galvanized fast-eye pulleys is being 





offered by North & Judd Manufac- 
turing Co., New Britain, Conn. 

The No. 46 display box occupies 
less than a square foot of counter 
space and is in colors of red, white, 
and gray. Complete description of 
the contents—pulley sizes, numbers, 
and suggested prices—is given on the 
box together with suggestions for use 
on awnings, flagpoles, ladders, etc. 

The selection of pulleys includes 
10 each of %”, 1”, and 1%” No. 0174; 
20, 3%4” No. 0174; and four double 
pulleys, %4” No. 0176. For more in- 
formation— 

Write in No. P3 on card, Pg. 53 


"Select-A-Spring" Unit 


Admiral Spring & Manufacturing 
Co., Dept. X, 61 East llth St., New 
York 3, N. Y., is introducing a wide 
selection of “Select-A-Spring” units 
to enable the dealer to have a spring 
department in a minimum of space 
at low cost. 








Compactly designed to give a good 
representative assortment of exten- 
sion, compression, and torsion springs, 
units have compartmented and num- 
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bered drawers for quick selection and 
customer service, as well as colorful 
display boards for customer appeal. 

Dealer pays only for the springs in 
the drawers. The cabinets and dis- 
play boards are free. For more infor- 
mation— 

Write in No. P4 on card, Pg. 53 


Perforated Board Fixtures 


The K6L self-service merchandiser 
for the stocking and displaying of its 
self-locking perforated board fixtures 
is announced by Turnbuckles, Inc., 
Box 333, Michigan City, Ind. 


The merchandiser consists of an 18” 
x 24” silk-screened perforated board 
that holds 10 each of the firm’s 11 
most popular new self-locking fix- 
tures for use throughout the home, 
garage, and workshop. Each of the 
items is card-mounted, either stapled 
or bubble-packed. 

The K6L may be used as a counter 
or wall display. Turnbuckles offers 
dealers four other counter and floor- 
type merchandisers. Price list TB 
459 is available which contains speci- 
fications and prices on the five mer- 
chandisers and the complete line of 
self-locking perforated board fix- 
tures. For more information— 

Write in No. PS on card, Pg. 53 


Tool Pegboard Displays 


The Crescent Tool Co., Jamestown, 
N. Y., has developed 18 new tool dis- 


play combinations designed for 
mounting on any Pegboard® panel 
having %” holes. 

Rigid construction, combined with 
long tool hooks, provides “capacity 
in depth.” Two patented, double 
prong fasteners support heavy weight 
without damage to the Pegboard. Re- 
tail prices are printed on replaceable 
cardboard strips for which the fac- 
tory supplies replacements in case of 
price changes. 

Typical of the displays is No. PB- 
123, shown, which displays and stocks 
12 Crestoloy and 12 Crescent 
Wrenches in sizes from 4” to 12” in 
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1.4 sq. ft. of wall space. 

Each of the 18 units comes in its 
own individual carton; fixture and 
tools complete, priced at the cost of 
tools only. For more information— 

Write in No. P6 on card, Pg. 53 


Tool Merchandiser 


A metal tool merchandiser measur- 
ing 39” wide, 28” deep, and 45” high 
is offered by O. Ames Co., Parkers- 
burg, W. Va. It holds for display and 
stock up to five dozen tools. 


Constructed on 3” casters, for in- 
door or outdoor use, the merchandiser 
has a panel which identifies each tool, 
shows stock numbers, and has room 
for price. For more information— 

Write in No. P7 on card, Pg. 53 


Brush Merchandisers 


The Ox Fibre Brush Co., Frederick, 
Md., now offers two merchandising 
units with revised brush assortments 
featuring new items and new dec- 
orator colors. 

New starters include the Mermaid 
Bath Brush, the Glow scouring brush, 
the Fabricare clothes whisk, the No. 
660 Speedy-Clean pan brush, No. 770 
Speedy-Clean Dishwashing brush, the 
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Dustall yarn duster, and the No. 1105 
Dish brush. 

The #25 merchandiser contains one 
dozen each of Oxco’s 25 most popular 
brush styles, individually labeled 
and pre-priced. The display unit is 
of Pegboard, with hardwood molding 


and removable “A” frames and comes 
complete with display sign and 
fixtures. It may be adapted for 
island, gondola, wall, or column use. 

The #12 merchandiser is of similar 
construction and contains one dozen 
each of 12 Oxco items. For more 
information— 

Write in No. P8 on card, Pg. 53 


Tool Profit Plan 


The P & C Tool Co., Portland, 
Ore., is offering what is called a 
“protected profit plan” to its dealers, 

Under the plan, the retailer agrees 
to allow wholesalers to keep mer- 
chandisers filled with P & C hand 
tools at a predetermined level dur- 


ing the year. P & C agrees to take 
back any excess at end of year if the 
merchandiser does not produce sales 
as guaranteed. The company agrees 
to take back the tools at the dealer’s 
cost which also protects the whole- 
saler. For more information— 
Write in No. P§ on card, Pg. 53 
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Metric Tool Department 


The 82-piece Challenger Metric 
Tool Department, announced by 
Penens Tool Corp., Schiller Park, II1., 
is said to feature in a space of 24 x 
27 inches the metric tools required to 
service 95 percent of foreign cars, 
machines, motors, appliances, etc. in 
America today. 





The department consists of two 
each of Individual Metric Combina- 
tion Wrenches in graduated sizes 
from nine to 19MM; two sets of same 


seven Combination Wrenches in dur- 
able Plastic “Roll-Up” Storage Kits; 
two each of Individual Sockets in 
seven graduated ‘sizes nine to 19MM; 
two each Special “Spark-Plug-Hold- 
ing-Sockets;” two each Reversible 
Ratchets, Flex Handles, 6” Ex- 
tensions, 12” Extensions; one 11-piece 
%%” Square Drive Metric Socket Set 
in Steel Tool Box; and one 15-piece 
Square Drive Socket Set in Metal 
Tool Box. 

The permanent merchandiser is all- 
metal construction. Weight of assort- 
ment is 47 lbs. complete. Catalog 
Number 401. For more information— 

Write in No. P10 on card, Pg. 53 


Bulk Packaged Screws 


A new bulk packing chart, BP-2, is 
being distributed by Southern Screw 
Co., Statesville, N. C., which gives 
complete information on Southern’s 
packing and palletization system for 
large or small users of bulk screws. 

Where screws are used or moved in 
small bulk quantities, the 9” x 9” 
x 6%” carton is handled easily as it 
weighs about 45 lbs. or less when 
fully packed. The sturdy carton of 
275# test corrugated board is wire 
strapped. Its contents are identified 
by Southern’s copyrighted “EZ to C” 
label, one on top and one on the side. 

For handling large quantities of 
bulk screws, Southern provides, free 





of charge, a disposable 2-way entry 
pallet on which are steel strapped 36 
of the cartons. The pallet can be 
handled by one man and a hand truck 
or with power equipment. For more 
information— 

Write in No. Pll on card, Pg. 53 





PRINTED HELPS 
and other sales aids 





Amerock Corp., Rockford, IIl., of- 
fers colored envelope stuffers illus- 
trating the ful] line of cabinet hard- 
ware for consumers. The folder in- 
cludes the full line of pulls, knobs, 
hinges, catches, and window sash 
locks and lifts. Space is provided for 
imprinting. A variety of free ad-mats 
are also available to interested deal- 
ers. For more information— 

Write in No. P12 on card, Pg. 53 


Plymouth Cordage Co., Plymouth, 
Mass., invites dealers to participate 
in its “Rope Tricks” promotion by 
offering a free “Rope Tricks” Mer- 
chandising Kit. The Kit contains 25 
copies each of illustrated folders on 
“How to Have Fun with Rope,” “How 
to Decorate with Rope,” and “How 
to Use Rope” designed for children, 








NOW is the time to stock up 


amo GUTTER GUARD 


aad eB ‘gee 





- +. for early fall sales 


Fall will be here before you know it and 
your customers will soon be asking for 
WRIGHT Gutter Guard to keep leaves and 
litter from eaves troughs. This easy-to-in- 
stall, galvanized wire guard comes to you 
in attractive “SIGHT SELLER” boxes con- 
taining 25-foot rolls, with smooth, flat wire 
edges for easy handling. 


Stock up now and be ready for quick sales and profits! 





PRODUCTS ARE PACKAGED 
TO CATCH EYES 
AND CREATE SALES 


Clotheslines + Sash Cords « Mason 
Line « Starter Cords « Jump Ropes 
e Water Ski Ropes « Hanks: Vene- 
tian Blind, Traverse, Shade Cords, 
Anchor Rope, Tow Lines, etc. 

Enjoy added volume and extra 
profit with NOVA Products... 
our Sales Offices in all parts of 


the country. 


West Georgia Mills 
Inc. 
Whitesburg, Georgia 











years. 


Name .- 

Firm 

P. ©. Box or 
Street and No. 


G. F. WRIGHT STEEL & WIRE CO. City 


WORCESTER 3, 


MASSACHUSETTS 
SA CTE ERAT RNR SE A 
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[) Enclosed find $2.00 


W. R. C. Smith Publishing Co. C] New 
Department SH-8 

806 Peachtree St., N.E. 
Atlanta 8, Georgia 


[] Renewal 


Please enter my subscription to SOUTHERN HARDWARE for 3 


Position 


State 
[] Send bill for $2.00 
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SH the ea of Warm Marning 


Beauty of Convenience 


New TOP-O-MATIC 
controls ; 


Beauty That Lasts 
20 year guarantee on 
heat chamber. Lifetime 
guarantee on burner. _ 


Beauty of Comfort 


“Jet-Stream Heat Flow — 
At Floor Level” 


Beauty, Quality, and — 
Performance That 
Mean Easier Sales and 
Greater Profits. 


America’s Most 
Beautiful 


Gas Heaters’ 


Warm Mornin. 
HEATERS 


Write for Full Color Catalog 


LOCKE STOVE COMPANY 
114 West 11th Street Kansas City 5, Missouri . 
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ladies, and men respectively, plus a 
wall or counter dispenser rack for 
displaying the folders, A _ large 
streamer and set of newspaper mats 
are also included. The kit is available 
with the order of one of Plymouth’s 
three rope merchandising units: The 
HandyPak which is a 13-coil unit, 
cellophane wrapped, that comes with 
a free display; the SalesRak which 
carries three popular sizes of rope on 
connected spools to sell in lengths up 
to 200 and 300 feet; and the Rope 
Department, which holds three of 
Plymouth’s 500’ or 1000’ Reddy-Meas- 
ured coils, marked every 10 feet, in 
colorful cartons, and with shelf to 
display Plymouth’s packaged items. 
The Rope Department is free with an 
order for three coils and one package 
of Handy-Pak. For more informa- 
tion— 

Write in No. P13 on card, Pg. 53 


Jackson Manufacturing Co., Har- 
risburg, Pa., has available the follow- 
ing sales aids: 3-fold color circular on 
home and garden equipment line; 
8%” x 11” page describing wheel- 
barrows, lawn rollers, garden carts, 
and lawn spreaders; single-column 
newspaper mats illustrating any one 
of the garden equipment line. For 
more information— 

Write in No. P14 on card, Pg. 53 


Aladdin Laboratories, Inc., 620 So., 
8th St., Minneapolis, Minn., encloses 
a dealer merchandising kit in each 
box of six JON-E’ Hand Warmers. 
Included is a cardboard counter dis- 
play, a window streamer and a deal- 
er’s return order post card for addi- 
tional material. Four-color, self-ad- 
hering clear acetate, 10” x 24” win- 
dow posters for glass doors, display 
windows and display cases are now 
available. For more information— 
Write in No. P15 on card, Pg. 53 


Lamson & Sessions Co., 5000 Tiede- 
man Rd., Cleveland 9, Ohio, makes 
available to dealers a colorful flexi- 
ble bolt display, the stand of which is 
54” high, 24” wide, and 24” deep. 
Display trays are 14” deep, 23” wide, 


and 9” high, and provide an eye- 
catching setting for the company’s 
“Brite - Plated” bolts, nuts, and 
screws. For more information— 

Write in No. P16 on card, Pg. 53 


Republic Steel Corp., 1441 Republic 
Bldg., Cleveland 1, Ohio, offers the 
Blue Ridge Roofing 15-piece kit for 
dealers which contains dealer infor- 
mation and sales guide folder, news- 
paper ad mat Sheets, publicity re- 
lease, catalog sheets, radio spots, and 
full-size samples of window banner, 
hanger or counter card, and consumer 
folders for Blue Ridge and other Re- 
public form products. If dealer wants 
ad mats, or sales material in bulk, the 
kit includes a postage - paid order 
card. For more information— 

Write in No. P17 on card, Pg. 53 


Tennessee Coal & Iron Division, 
United States Stee] Corp., Fairfield, 
Ala., offers dealers promotional items 
which include folders, leaflets, and 
the Farmers and Ranchers Handbook. 
Color folders feature such items as 
the Griptite Staple and Ranger 
Barbed Wire. Also available to deal- 
ers is a library of films designed for 
showing to farmer, civic, social, and 
educational groups. Films may be 
borrowed without charge, with a film 
catalog supplied on request. For more 
information— 

Write in No. P18 on card, Pg. 53 


Fuller Tool Co., Inc., 3522 Webster 
Ave., New York 67, N. Y., offers a 
complete self - service “screwdriver 
department” in the form of hang-up 
rack at no cost to dealers. Fuller 
screwdrivers, individually carded and 
priced, may be hung from the rack 
for customer convenience. For more 
information— 

Write in No. P19 on card, Pg. 53 


Upson Brothers, Inc., 65 Broad St., 
Rochester 14, N. Y., offers a peg board 
display with crystal] clear plastic shelf 
free with its UP-39 Display Assort- 
ment of Upson Standard Screw- 
drivers. The display may be used on 





wall, counter, or shelf; requires 11 
inches of space; price and type num- 
ber are printed for each item. Holds 
39 drivers, nine sizes of fastest mov- 
ing numbers, and two types (31 slot- 
ted head, eight crosspoint). Packed 
one to a carton. For more informa- 
tion— 

Write in No. P20 on card, Pg. 53 


Chas. O. Larson Co., P. O. Box 358, 
Sterling, Ill., manufacturers of wire 
goods, wire specialties and hardware 
construction sets consisting of seven 
styles of saw horse brackets and 
eight styles of folding table leg 
brackets for the do-it-yourself trade, 
has available for dealers envelope 
stuffers which may be obtained in 
moderate quantities without charge 
upon request. A silent salesman wire 
display rack is available without 
charge in a choice of two balanced 
assortments of four construction Sets. 
Counter models for three styles of 
saw horse brackets and two styles of 
folding leg brackets are available 
without charge under certain condi- 
tions through wholesalers. For more 
information— 

Write in No. P21 on card, Pg. 53 


Champion DeArment Tool Co., 
Meadville, Pa., offers aealers a wide 
range of sales aids including imprint 
book matches, display boards and 
display tool rolls, newspaper mats, 
counter signs, decals, envelope stuff- 
ers, and counter coats for sales per- 
sonnel. Display boards offered in- 
clude No. 26 which is designed as a 
permanent display. The 26 different 
pliers are fastened on the board 
which is %4” plywood, measuring 24” 
x 30”. Display boards 57, 75-A and 
87, of the same size, are dispensing 
boards containing selected asSort- 
ments of the complete line of pliers. 
No charge is made for the boards 
when merchandise is purchased, 
boards remaining company property 
Small 4%” pliers available in five 
different patterns are merchandised 
on 3-color display board and are also 
available in a velvet lined fitted 
case. Advertised as Channellocks 
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“Little Champ” pliers. A counter pro- 
motion kit contains nine of the 
Heavy Duty Slip Joint pliers—four 
6”; three 8”; and two 10” patterns. 
Each plier is individually cartoned 
and all nine pliers are packaged in a 
blue and white on silver foil carton. 
Offered free in the 3-color Salesmak- 
er which sells any three Channellock 
pliers of the dealer’s choice (plus a 
place in front for the No. 424 Igni- 
tion Plier). A self-contained easel and 
eyelet puts the display to work on 
the counter or on the wall. For more 
information— 

Write in No. P22 on card, Pg. 53 


The Yale & Towne Manufacturing 
Co., White Plains, N. Y., provides 
carded hardware as a dealer help in 
boosting sales. Yale also advocates 
the use of mounted samples on dis- 
play boards as a permanent merchan- 
dising idea. Package merchandisers 
are offered by the company for loca- 
tion in strategic positions. All mer- 
chandisers are in bright colors. For 
more information— 

Write in No. P23 on card, Pg. 53 


Stevens - Burt Co., Water Master 
Co. Division, New Brunswick, N. J., 
provides a colorful display card for 
its all-angle toilet plunger. The card 
carries an illustrated message and is 
fitted with two holes to slip on the 
yellow plunger handle. For more in- 
formation— 

Write in No. P24 on card, Pg. 53 


The Eclipse Lawn Mower Co., 
Prophetstown, Ill., announces that a 
direct mail broadside on Eclipse Wasp 
chain saws is being mailed free in 
quantities up to 500 for dealers or- 
dering two or more saws. The color- 
ful broadside opens up to 34” x 23”. 
Dealers wishing to use more than the 
500 free maximum may order addi- 
tional copies “in-the-mail” at a cost 
of two cents each. For more infor- 
mation— 

Write in No. P25 on card, Pg. 53 


Style-Crafters, Inc., Greenville, S. 
C., offers a number of promotional 
materials free to dealers for the 
Aqua-Float line. Among these are 
full - color catalogs and bill stuffers, 
metal “Play-Safe” signs, window 
streamers, water-Safety posters, wa- 
ter ski and safe boating instruction 
booklets, mailing folder on U.S.C.G. 
small boat regulations, counter dis- 
play cartons for Aqua-Float fenders 


and floats, glossy photos, newspaper 
mats, radio and TV spots, and pack- 
aging. A new aluminum floor display 
rack which holds a full 2-dozen as- 
sortment of the company’s various 
products and which features an 
enameled red, white, and blue double 
faced sign is also available. For more 
information— 

Write in No. P26 on card, Pg. 53 


Plymouth Cordage Co., Plymouth, 
Mass., offers dealers a wide range of 
promotional literature, colorful point- 
of-sale displays, and several rope dis- 
pensers. Literature includes pam- 
phlets on use of rope on farms, on 
boats and in industry. Dispensers in- 
clude the SalesRak which sells rope 
off the spool in any length up to 300’. 
The SalesMaker, available in counter 
or floor models, holds seven sizes of 
rope, which can be cut on dispenser 
to desired length. A cardboard dis- 
play occupying less than two feet of 
floor space is available for merchan- 
dising an assortment of ropes and 
twines. All sales aids are available 
through Plymouth wholesalers. For 
more information— 

Write in No. P27 on card, Pg. 53 


The Reichert Float & Manufactur- 
ing Co., 2250 Smead Ave., Toledo 6, 
Ohio, offers envelope stuffers, pack- 
age inserts, and newspaper ad mats to 
assist dealers in promoting its line of 
rubber tank balls and guaranteed 
leak-proof copper and plastic floats. 
For more information— 

Write in No. P28 on card, Pg. 53 


Hoosier Tarpaulin & Canvas Goods 
Co., Inc., 1302-10 West Washington 
St., Indianapolis 6, Ind., offers the 
following merchandising aids free of 
charge to dealers: newspaper ad 
mats, display signs, self-mailer bro- 
chures, posters, and glossy photos on 
Hoosier Tarpaulins, Tents and Boat 
Covers. For more information— 
Write in No. P29 on card, Pg. 53 


Carolina Washboard Co., Raleigh, 
N. C., offers a colorful plastic display 
carton which contains the following 
assortment of Carolina Fishing 
Floats: 4 doz. No. 000; 4 doz. No. 00; 
2 doz. No. 0; 2 doz. No. 1; 2 doz. No. 
2; 1 doz. No. 3—list price is $16.90. 
For more information— 

Write in No. P30 on card, Pg. 53 


The Garcia Corp., 268 Fourth Ave., 
New York 10, N. Y., offers dealers a 
wide assortment of sales aids, includ- 
ing a retailer consultant service and 


assistance from fishing experts who 
set up in-store demonstrations and 
lectures. Merchandising aids include 
the Mitchell Counter Card, die-cut for 
holding a Mitchell ree] and one spool 
of Platyl; display stand for Mitchell 
reels; an Abu Reflex transparent win- 
dow streamer; an in-store streamer 
illustrating Six Steps to Successful 
Spin Casting; large and small size 
streamers featuring Mitchell reels; 
instruction manuals for all reels; with 
complete parts diagrams; and others. 
For more information— 

Write in No. P31 on card, Pg. 53 


Daisy Manufacturing Co., Rogers, 
Ark., has created a free dealer promo- 
tion package consisting of: a pyramid 
gun display (cowboy hat size) die-cut 
to hold any Daisy and card; a display 
card for the pyramid, and a news- 
paper advertising mat. For more in- 
formation— 

Write in No. P32 on card, Pg. 53 


Foley Manufacturing Co., 3300 5th 
St., N. E., Minneapolis 18, Minn., con- 
tinues its 14-day trial offer on Foley 
mowers, as a promotional aid to deal- 
ers. A customer is allowed a 14-day 
trial on his lawn. If not satisfied, he 
may return the mower and get his 
money back. Dealer has nothing to 
lose as the company states that it 
will replace the used mower when- 
ever requested. Window streamer 
and ad mats available on al] items 
including a banner on the Twin Cut 
30” riding mower for 1959. For more 
information— 

Write in No. P33 on card, Pg. 53 


O. F. Mossberg & Sons, Inc., P. O 
Box 1302, New Haven, Conn., makes 
available to dealers 8-page consumer 
stuffers for enclosure with mailings 
or counter use; a 6-page consumer 
stuffer on Mossberg’s 4X scopes and 
its latest adjustable power scope; a 
Mossberg emblem decal] for use on 
door or window; and a Retail Sales 
Manual for the dealer and his sales 
staff. In addition, the company of- 
fers free electrotype advertising mats, 
as well as radio and TV commercials 
For more information— 

Write in No. P34 on card, Pg. 53 


Rubbermaid, Inc., Wooster, Ohio, 
offers dealers a free dispensing unit 
for its shelf and storage area rubber 
coverings, Rubbermaid Shelf-Kush- 
ion, which comes in 45’ rolls. Mer- 
chandising aids for dealers stocking 
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the product include window and wall 
banners, and consumer folders which 
feature additional home uses for the 
rubber shelving. For more informa- 
tion— 

Write in No. P35 on card, Pg. 53 


Henry L. Hanson Co., Worcester, 
Mass., has available a Self-Seller 
Drill Display which requires 14 
inches of space. A clear cover high- 
lights the high speed drills which are 
held in support holes and serve as 
a drill gauge. The size and price are 
marked and quantities are varied ac- 
cording to demand. The cabinet has a 
Storage rack for extra stock. An in- 
formation chart is also available. The 
Hanson Self-Seller Display Cabinet 
for taps and dies contains initial as- 
sortment of taps, dies, screw ex- 
tractors, die stocks and tap wrenches, 
including all popular sizes, and is 
graduated according to normal cus- 
tomer demands. The cabinet requires 


CLASSIFIED 





REPRESENTATIVES WANTED 


Manufacturer of galvanized steel 
clothesline T. poles seeks active agents 
for Georgia, Alabama, and other — 
ern states. Item shipped , 

meeting with great success. TUBULAR 
META PRODUCTS, 555 W. 18th 
Street, Hialeah, Florida. 








FACTORY REPRESENTATIVE 
WANTED 


One of the nation's largest manufac- 
turers of floor and rug maintenance 
equipment has several excellent terri- 
tories open for representatives now 
contacting the hardware trade. Line in- 
cludes popular, new “Velvet Touch” 
rental program. Enables hardware 
stores to obtain necessary equipment, 
merchandising material and supplies to 
offer their customers a complete “Do 
It Yourself" carpet and floor cleaning 
service on a profitable rental basis. 
Excellent commission arrangement. 
Write Advance Floor Machine Co., 4100 
Washington Ave., N., Minneapolis 12, 
Minnesota, attention: James C. Fergu- 
son. 











counter space 18 inches x 13 inches 
and has space in the back for extra 
stock. For more information— 

Write in No. P36 on card, Pg. 53 


American Biltrite Rubber Co., 
Chelsea 50, Mass., provides dealers 
with full-color literature, advertising 
mats, and photo artwork for Biltrite 
Garden Hose and Sprinklers. In addi- 
tion to a metal display rack on 
coasters, a full-color merchandising 
display is available which displays 
over 36 coils and may be used as an 
island or against the wall. Also avail- 
able are water flow charts and dis- 
play cards. For more information— 
Write in No. P37 on card, Pg. 53 


The Irwin Auger Bit Co., Wilming- 
ton, Ohio, offers to dealers free metal 
display merchandisers with the fol- 
lowing assortments. No. M-62T con- 
tains metal wall merchandiser and 
13 bit assortment of the Irwin Sello- 
paked 62T Bits, one of each size 
4/16” through 16/16”. No. M-88 con- 
tains meta] wall merchandiser and 
20 bit assortment of the Irwin Sello- 
paked Speedbor “88” Wood Bits for 
electric drill, two each of even sizes 
and one each of odd sizes “4” to 1”. 
No. 430 contains metal wall merchan- 
diser with assortment of 30 amber 
plastic handle screwdrivers in the 
five most popular sizes. All displays 
have colorful baked enamel finish 
and fit in a minimum of space. A 
booklet on the selection, use and care 
of bits, and a variety of envelope 
stuffers are also available. For more 
information— 

Write in No. P38 on card, Pg. 53 


Stanley Hardware, division of The 
Stanley Works, 195 Lake St., New 
Britian, Conn., announces new and 
improved merchandising features for 
its cabinet hardware, including 
visible packaging, and _ self-service 
displays. Available to dealers is the 
new C-2 pegboard display stand. 
Fifty-seven select items are now 
visually packed, mounted on yellow 
and black space-saving cards, on the 
back of which carry all customer 


information: item name and number, 
suggested usage, proper application, 
finish, and materials. For more in- 
formation— 

Write in No. P39 on card, Pg. 53 


Moto-Mower, Inc., Richmond, Ind., 
offers its dealers a complete merchan- 
dising package. Included are window 
display materials, store banners and 
streamers, point-of-sale materials, 
mower stands, and colorful handle 
cards. In addition, a strong local 
advertising program including co- 
operative advertising is offered. For 
more information— 

Write in No. P40 on card, Pg. 53 


Columbus Plastic Products, Inc., 
Columbus, Ohio, offers a series of ad 
material for 1959 to merchandise its 
Lustro-Ware plastic housewares. Ads 
are illustrated, same size, on a 12- 
page newsprint folder. The mat 
service folder includes over 75 ads 
ranging from small one-column 
drop-in spots one and two inches 
deep to larger 2-, 3-, 4- and 5-column 
display ads. Individual reproductions 
of over 200 items in the Lustro-Ware 
line are supplied also in mat or re- 
productive proof form for special 
promotional use. All materials, mats 
of ads, etc., along with point-of-pur- 
chase display material, are supplied 
free. For more information— 

Write in No. P4l on card, Pg. 53 


Southern Screw Co., Statesville, N 
C., offers the Wood Screw Actual 
Size Chart which is designed es- 
pecially for the hardware dealer with 
a customer who wants a wood screw 
“just about this size.” The chart 
illustrates the actual size of wood 
screws in lengths from 3/16” to 6” 
and #0 to #24 diameters. Also il- 
lustrated are driver types and head 
styles with materials and finishes 
listed. The chart is printed on glossy 
stock. Dealers may obtain the chart 
without charge from their distributor 
—available through this source only. 
For more information— 

Write in No. P42 on card, Pg. 53 











FORGED OF H¢- Strength STEEL 


Tractor, Plow and Harrow Clevises — Hay Hooks 
Shackle Chain Hooks — Hitch and Clevis Pins 


4 rouse 


4 TYPES OF BIG ORANGE CLEVISES 
11 Numbers Up to 1" Body with 1'/e" Pin 


Ore: Hi-Strength 
saad a. Your Jobber or Write Us 


MIDLAND INDUSTRIES, Inc. 


“Big  Srange" ie” Pin vit, ie, 8 re 








SLIP HOOKS 
Available 
for Chain 
Sizes ," 


Cedar Rapids, Iowa 5/16", %", 7/16, 2" 


GRAB HOOKS 
Aveilable 
po e om 
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Campbell Chain Co., York, Pa., of- 
fers the following display units: The 
compact Chain Reel Display Unit, 
which has bins for accessories at the 
top and a chain cutter attached, re- 
quires less than two square feet of 
floor space. It has a blue and yellow 
baked finish; is 5334” high, 20%” in- 
side, 21%” deep. The Proof Coil 
Chain Merchandiser which requires 
only one square foot of counter or 
floor space; shipped pre-assembled. 
Unit is 24” high when used for 
counter display; stands 39” high when 
used as a floor unit. Blue Temper 
Proof Coil Chain Assortment consists 
of 3/16” and 4” chain in 10’, 15’, and 
20’ lengths; 5/16” chain in 10’ and 15’ 
lengths. For more information— 

Write in No. P43 on card, Pg. 53 


Wickwire Brothers, Inc., Cortland, 
N. Y., offers for dealer use a mer- 
chandising kit containing colorful 
posters and folders promoting the 
company’s line of wire products. Ex- 
tra posters for windows and folders 
for counter give-aways and envelope 
stuffers are available in addition to 
ad mats of company products. For 
more information— 

Write in No, P44 on card, Pg. 53 


Langley Corp., 310 Euclid Ave., 
San Diego 12, Calif., is offering a 
17” x 20” display banner free to all 
dealers. Printed in bright green and 
black on a fringed white satin back- 
ground, the banner features the sym- 
bolic Langley sea-lion. Pressure-sen- 
sitive adhesive backing at the top 
permits mounting of the banner to 
the wall behind the reel display. For 
more information— 

Write in No. P45 on card, Pq. 53 


The Ruberoid Co., 500 Fifth Ave., 
New York 36, New York, manufac- 
turers of building products, offers a 
wide selection of envelope stuffers, 
window display material, counter dis- 
plays, and special store displays in 
numerous sizes, colors, and materials. 
These include a 6-tier wire rack dis- 
play for asbestos siding, rigid model 
boards, etc.; a two-piece meta] en- 
trance doorway sign; and a truck 
sign. Also included are a number of 
colorful counter displays. For more 
information— 

Write in No. P46 on card, Pg. 53 


McCulloch Corp., Marine Products 
Division, 2901 East Hennepin Ave., 
Minneapolis 13, Minn., in its “Adver- 
tising and Promotion Dealer Hand- 
book,” covers all of the sales promo- 
tion material available to Scott deal- 
ers in 1959. This materia] includes 
formats and ad builders; window 
streamers which feature Scott’s 1959 
motors; handout stuffers; line fold- 
ers; dealer decals; service uniforms; 
miniature Scott plastic motors; a color 
billboard; changeable translight dis- 
play; roadside sign; radio scripts; 30- 
minute, 4-color movies; preview 


poster; counter display; store front 
signs; clock sign; motormobile sign; 
boatmobile sign; blackboard cutout 
displays. For more information— 
Write in No. P47 on card, Pg. 53 


Nixdorff-Krein Manufacturing Co., 
916 Howard St., St. Louis 6, Mo., has 
available the Merchaindiser Display 
Rack which holds eight of the com- 
pany’s fastest selling types and sizes 
of chain with a built-in chain cutter. 
The reels have square holes to pre- 
vent chain from running out on the 
floor. The display has a spare rack 
for extra stock and has a tubular 
steel frame with no sharp edges. For 
more information— 

Write in No, P48 on card, Pg. 53 


Molly Corp., Reading, Pa., has 
available for dealers: metal merchan- 
diser #612 containing 600 Molly 
screw anchors and 12 utility plugs; 
cardboard counter display #200 con- 
taining 200 screw anchors, 2-color 
leaflet om screen anchors; 2-color 
leaflet on Hi-Speed Installer; 2-color 
leaflet on utility plugs; 2-color leaf- 
let on Molly Jack Nut; 3-color, 21” 
x 9” window streamer featuring Mol- 
ly screw anchors; and newspaper 
mats. For more information— 

Write in No. P49 on card, Pg. 53 


Lazy Boy Lawn Mower Co., Inc., 
1315 West 8th St., Kansas City, Mo., 
offers to dealers without charge full- 
color mailing pieces and ad mats on 
all mower models. A new riding 
mower and two new reel mowers 
have been added to the 1959 line. For 
more information— 

Write in No. P50 on card, Pg, 53 


The Acme Shear Co., Advertising 
Dept., 100 Hicks St., Bridgeport, 
Conn., is offering free to dealers mats 
for their local newspaper advertising 
on Kleencut Scissors and Shears. A 
four-page folder showing the 28 mats 
with a postage paid return order card 
is available upon request. For more 
information— 

Write in No. P51 on card, Pg. 53 


The Wood Shovel and Too] Co., 
Piqua, Ohio, offers to dealers a bro- 
chure and a proof sheet on advertis- 
ing mats which are available free of 
charge. A self-mailer on the com- 
pany’s Jet-Lite line of shovels, spades 
and scoops can be used by the whole- 
saler and the dealer alike and is 
available in any quantity upon re- 
quest. A floor type shove] rack which 





For information on 
CATALOGS & BULLETINS 
See Page 52 
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provides a great degree of flexibility 
inasmuch as it can be moved from 
one part of the store to another and 
which displays six or more shovels, 
spades and scoops is made available 
at a small extra cost. Also at modest 
cost, the company offers three mer- 
chandiser and display rack deals for 
shovel and steel goods. For more in- 
formation— 
Write in No, P52 on card, Pg. 53 


O. Ames Co., Parkersburg, W. Va., 
is offering a wide variety of ad mats 
on its full line of garden tools. Avail- 
able in one column size, the mats pro- 
vide generous space for imprint and 
price. A proof sheet showing avail- 
able mats is available upon request. 
For more information— 

Write in No. P53 on card, Pg. 53 


Crescent Tool Co., Jamestown, N. 
Y., has available displays for all the 
better selling items in its complete 
line of wrenches, pliers, screwdrivers, 
hacksaws, tinner’s snips, special line- 
man’s tools, etc. The display, 23 in 
all, can be mounted in units of one, 
two, four, six, 12 and 16 panels. Vari- 
ous fixtures are offered by the com- 
pany at a small cost. No charge is 
made for the display panels, they are 
billed at the cost of the tools on them. 
Stands to mount four, six, 12, and 16 
panels are available at low cost. 
Crescent also has display cards avail- 
able at no cost. For more informa- 
tion— 

Write in No. P54 on card, Pg. 53 


Heineke & Co., Springfield, Ill., of- 
fers Excello mower dealers a special 
demonstration package featuring the 
Model 271, 21” rotary with “Excello- 
matic” start-run-stop fingertip con- 
trol. With each single purchase of any 
assortment of six power mowers by a 
dealer, the company wil] ship, freight 
prepaid, one Model 271 at a special 
low price, with a kit of sales aids, 
free of charge, consisting of the fol- 
lowing: display stand; handle feature 
card; window banner; door banner; 
lawn care brochure; power mower 
trade-in “Blue Book;” leaf mulcher 
kit; envelope folders; window “Au- 
thorized Dealer” decal; full line giant 
wall banner; master repair parts 
charts; order blank for dealers to re- 
quest additional quantities, free of 
charge, of these sales aids, plus news- 
paper mats, radio and television 
spots. For more information— 

Write in No. P55 on card Pg. 53 


Hanson Scale Co., 1777 Shermer 
Rd., Northbrook, Ill., offers a versa- 
tile point of purchase display stand 
for its line of persona] scales. The 
stand, No. D-108, is in the form of a 
wire bracket and can be used as a 
counter or window display, or hung 
on peg board. It is 16” high by 11” 
wide. For more information— 

Write in No. P56 on card, Pg. 53 





NEW PRODUCTS 


Boat Refinishing Tools 


The line of Capt. Hyde Boat Tools, 
introduced by Hyde Manufacturing 
Co., Southbridge, Mass., consists of 
a refinishing Paint Scraper, a heavy 
duty Scale Remover, and a flexible 
Caulk Knife. 


The tools are individually packaged 
on blue and white nautical cards that 
illustrate too] uses. Six each are dis- 
played on a wire rack with a Capt. 
Hyde identification card. The rack 
is given at no charge with the 
assortment. All tools are packed 
complete on the rack in one corru- 
gated container. For more informa- 
tion— 

Write in No. 969 on card, Pg. 53 


Korky Tank Ball Special 


Korky Flapper Tank Seal, the unit 
that eliminates guide arms and lift 
wires, and stops leaky toilets, is avail- 
able until November 31 in a special 
laundry basket display, the latter at 
no extra charge, Lavelle Rubber 
Co., 424 N. Wood St., Chicago 22, Il., 
announces. 


82 


use the return free post 


The pack consists of a turquoise 
plastic laundry basket containing 24 
Korkys and a 4-color display card 
that attaches to the basket. Each 
Korky is featured individually in a 
“Blister-Pak.” The basket itself re- 
tails for $2.98. For more informa- 
tion— 

Write in No. 970 on card, Pg. 53 


Rugged Robert Rake 


This year’s model of the Rugged 
Robert rakes, manufactured by Wire 
Products Co., of Birmingham, Ala., 














For more information on these new products 
card on page 53 


carries a point-of-sale label printed 
in red and yellow on each rake. 

The display points out special 
features of the rake. 

The rake is of one-piece construc- 
tion and has semi-circular depression 
traps tines. Double strength at the 
neck insures longer life. For more in- 
formation— 

Write in No. 971 on card, Pg. 53 


Devcon Aluminum 


Devcon Aluminum for consumer 
use is introduced by the Devcon Corp., 
Danvers, Mass. The product bonds 
aluminum, iron, steel, bronze, brass, 
wood, glass and porcelain to itself or 
to each other. 


It is non-rusting, non-shrinking, 
and impervious to water, gasoline, 
oils, and most chemicals. With only a 
special hardener to add, it requires 
no heat or pressure, and hardens in 
two hours. The resultant mass can 
be drilled, threaded, or otherwise 
machined, and can be finished to 
match the article repaired. 

Comes in a foil package, retails at 
98¢. For more information— 

Write in No. 972 on card, Pg. 53 
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Vegetable Bins, Trays 


Republic Molding Corp., 6465 North 
Avondale Ave., Chicago 31, Ill, has 
added pink and turquoise to both 
sizes of its line of copper, yellow, and 
white Polly Flex Vegetable Bins. Like 
the other colors, the new ones have 
matching Top Trays. 


Se 


The No. 224A Top Tray for the 
“Home” Bin retails for $1.29; No. 
223A Tray for the “Apartment” Bin, 
for 98¢. 

When sold in sets of three, with Top 
Trays, the “Home” Bin Set retails 
for $8.76; the “Apartment” Set, $6.35. 
For more information— 

Write in No. 973 on card, Pg. 53 


Ratchet Screw Driver 


The new ratchet screw driver de- 
veloped by Cuyahoga Products Corp., 
10255 Berea Rd., Cleveland, Ohio, 
subsidiary of Republic Industrial 
Corp., is said to give greatly increased 
hand power 

Called the “Power-Egg,” it features 
an egg-shaped Tenite handle which 
contains an aluminum ratchet mech- 
anism. Three SAE 1070 hardened 
steel drivers, %4”, 3/16”, and 5/16” 
in size, with Tenite handles, complete 
the set. 

Packaged in a three-color counter 
display box, retail price for the 
“Power-Eg¢” and three drivers is 
$4.95. For more information— 

Write in No. 974 on card, Pg. 53 


Power Tool Display Unit 


Wholesalers belonging to Liberty 
Distributors, 4300 North 5th St., Phil- 
adelphia 5, Pa., offer the TW-100 
Trustworthy Display Unit for five 
portable power tools, The fixture is 
32%” x 19%” x 15%” with a yellow, 
blue, and red sign to top it 

Included are colorful banners, a 
package of accordian folders, and 
informative fact-tags. 

The display, with advertising aids, 
is free with purchase of the five 
tools: 7” safety clutch saw, %” re- 
versible drill, 2.6 amp 4” drill, oscil- 
lating sander, and TW 2100 power 
jig saw. For more information— 
Write in No. $75 on card, Pg. 53 


Flexon Monofilament 


Sunset Fishing Lines, Florence, 
Ala., enters the ultra-light spinning 
tackle field with Flexon monofila- 
ment in 1- and 2-lb. sizes. Flexon is 
an exclusive German process mono- 
filament, previously available in tests 
of four lbs. and up. 


The light test Flexon is offered in 
a “six pac” plastic box with a slid- 
ing lid. It is a mist grey color. Each 
container of the new sizes carries a 
special “extra light test” identifi- 
cation sticker. For more informa- 
tion— 

Write in No. 976 on card, Pg. 53 
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Impact Wrench 


The model PI-50 Impact Wrench, 
with fully adjustable torque, is an- 
nounced by Portable Electric Tools, 
Inc., 320 W. 83rd St., Chicago 20, Il. 


It features the “power core” energy 
accumulator to replace the ordinary 
system of springs, bearings, and 
cams 

The wrench has a range of 1600 to 
1800 impacts per minute with the 
torque of 0 to 250 foot pounds. 
Barrel of wrench has a lifetime 
mirror finish while the handle and 
nose cap have _ special non-slip 
finish. Weight is seven Ibs. Retail 
price, $89.50. For more information— 
Write in No. 977 on card, Pg. 53 


Weather Strip 


A gray vinyl weather stripping es- 
pecially developed for doors and win- 
dows is being marketed by Swan Rub- 
ber Co., Bucyrus, Ohio. Called Swan- 
seal, and individually packaged in 18’ 
lengths with rustproof nails included, 
the weather strip remains flexible, 
will not shrink, crack, or fade. 

Swanseal is packed 16 to a three- 
color counter display merchandiser 
which is available to retailers with- 
out additional cost 

Swan Insulseal rubber, a garage 
door weather seal, will be marketed 
as a companion item with Swanseal. 
For more information— 

Write in No. 978 on card, Pg. 53 





industrial Push Broom 


Osrow Products Co., Inc. Dept. T-4, 
Glen Cove, N. Y., offers a line of 
channel-back industria] brushes, 
which have interchangeable strips. 

The 3-channel tracks accommo- 
date fibres such as horsehair, flex- 
ible Tampico or Bassine. 


Ranging in widths from 12” to 
48”, brooms are available with hard- 
wood handles in 54” or 60” lengths. 
All handles have permanently af- 
fixed metal studs; allow swivel ac- 
tion. Brooms have _ rubber side 
bumpers. 


Prices for the basis unit range from 
$5 to $18. Bristle strip replacements 
start at 88¢ each. For more informa- 
tion— 

Write in No. 979 on card, Pg. 53 


Three-in-One Step Stool 


The three-in-one 2R Versa-Stool is 
offered by the O. Ames Co., Parkers- 
burg, W. Va. The step stool has util- 
ity steps that lift out easily for odd 
jobs around the house, is upholstered 
in washable vinyl, and has legs and 
steps of nickel chrome finish. Seat 
height is 24”, and it is available in 
yellow, charcoal, aqua, and white. 

The stool without the steps is the 


2T Breakfast Bar Stool. For more 
information— 


Write in No. 980 on card, Pg. 53 


Lightweight Lure 


The Lou J. Eppinger Manufactur- 
ing Co., 1757 Puritan Ave., Detroit 
3, Mich., enters the ultra-light tackle 
market with its Skeeter and Skeeter- 
plus Dardevle lures. 


The Skeeter-plus is no larger than 
a fingernail, weighs 2/32 oz. It is 
especially designed for 1% oz. rods 
and %-lb. to 2-lb. test line. 

Most standard Dardevle patterns 
and colors are available in the 
Skeeter-plus priced at 65¢. Crystal 
finishes, 75¢. For more information— 
Write in No. 981 on card, Pg. 53 





QGOOL GABINISWT 


20,000 BTU 
30,000 BTU 
40,000 BTU 


THE MOST COMPLETE 
GAS HEATING AND 
AIR CONDITIONING LINE 
FROM ONE RELIABLE SOURCE 


The distinctive “Clean Line” cabinet remains COOL because 
ROYAL's dual cabinet construction contains an insulating 


layer of air around the top and sides 


radiated into the room at the “comfort” level 


controls are available 


PLUS... 


ALL the heat is 


Automatic 


Optional fan for use on all 
three models. Installs simply 
on back of heater. Operates 


on 110 Volt AC. Circulates 
warm air at all levels 


Quality 
Since 1891 


For more information use Handy Return Card, Page 53 





RADIANT UNVENTED 


GAS HEATERS 


DW COMPETITIVELY PRICED! 


CHATTANOOGA ROYAL COMPANY 


ar Bee 0, bekekcy wa. 


TENNESSEE 
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Myers & Bro. Co., F. E 


N 


National Hardware 
National Mfg. Co 
National Metal Products Company 
National Screw & Mfg. Co Sec 
New York Wire Cloth Co 
Nicholson File Co 
Nixdorff-Krein Mfg. Co 

North & Judd Manufacturing Co 
Northwestern Steel & Wire Co 


Show, Inc 


e) 


Olin Mathieson Chemical Corp 
Winchester-Western Divisior 
Ox Fibre Brush Co., Inc 


Pp 


Penens Tool Corporation 
Penn Fishing Tackle Mfg. Co 
Pennsylvania Lawn Mower Division 


ond Cov 


Back Cover 


American Chain & Cable Company 50, 51 


Peters Cartridge Div 
Remington Arms Co 
Inc Third Cover 
Phoenix Mfg. Co 
Plymouth Cordage Co 
Portable Electric Tools, Inc 
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19 
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> 


R 


Radiator Specialty Company 
Radio Steel & Mfg. Co 
Red Devil Tools 
Red Head Brand Company 
Reeve Company 
Remington Arms Co., Inc 
Ammunition Div 
Remington Arms Co., Inc 
Firearms Division 
Remington Arms Co., Inc., 
Peters Cartridge 
Division Third 
Republic Molding Corp 
Republic Steel Corp 
Revere Copper & Brass, Inc 
Reynolds Aluminum Supply 
Richards-Wilcox Mfg. Co 
Ridge Tool Co 
Royal Elec. Corp 


Cover, & 


S 


Samson Cordage Works 

Sandvik Steel, Inc 

Savage Arms Corp 

Schlueter Mfg. Co 

Screw & Bolt Corp. of America 
Sheffield Div., Armco Steel Corp 
Sherman Mfg. Co., H. B 
Slaymaker Lock Co 

Smith & Co., D. B 

Southern Screw Co 
Southwestern Plastic Pipe Co 
Strataflo Products, Inc 

Sunset Line & Twine Co 
Supreme Products Corporation 
Swan Rubber Company 
Swing-A-Way Manufacturing Co 


T 


Tait Manufacturing Co., 
Taylor Chain Co., 5. G 
Tennessee Coal & Iron Div 
Toro Manufacturing Corporation 
Turnbuckles, Inc 


The 


U 


UMCO Corporation 

Union Fork & Hoe Co 

United States Plywood Corp 

United States Rubber Company 
Cycle Tire Department 

United States Steel Corp 

Upson Brothers, Inc 

Utica Drop Forge & Tool Division 
Kelsey-Hayes Company 


V 


Vital Prod. Mfg. Co 


Ww 


Want 
Water Master Co 
West Georgia Mills 
Western Chain Co 
Western Fishing Line Co 
Wickwire Bros., Inc 
Wickwire Spencer Steel Company 
of Colorado Fuel & Iron Corp.) 
Products Co 
Wissota Manufacturing Co 
Wright-Bernet, Inc 
Wright Steel & Wire Co., G. F 


Ads 


Y 


Yale & Towne Mfg. Co., Ceramics Dept 
Yuba Power Products, Inc., sub. of 
Yuba Consolidated Industries, Inc 
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New Toro Fall Promotion sells a 
brand new market 


LEAF BAGGING WITH POWER MOWERS! 





Full-page ad in LIFE announces consumer bonus 
of free super-size leaf-bagging attachment with 
every 1960 Toro “Wind-Tunnel” Whirlwind 
purchased this fall* 





Never before in the history of power mowing has there 
been a fall promotion like this! Only Toro can do it! 


Toro, remember, owns the “Patents Pending” on this 
sales sensation of the power mower industry—the exclu- 
sive ““Wind-Tunnel” housing design that not only gives a 
cleaner, sharper cut than any other rotary on the market, 
but also blasts the clippings into a bag for easy disposal. 


Now Toro has developed a special super-size bagging 
attachment—triple the size of the regular bag—especially 
for cleaning up leaves in the Fall. Orrer THis $12.95 
ATTACHMENT FREE to any customer who purchases a new 
1960**Wind-Tunnel” Whirlwind—in addition to the regular 
size bag that accompanies the machine. This is a limited 
time offer available to Toro dealers. You get a new selling 
idea that still provides you excellent off-season profits. 


Backed by dramatic advertising, display 


Here is a power mower with a sales extra that can’t be 
equalled! And, to back it up, Toro is giving its dealers 
distinctive, high-impact advertising and display materia’ 

A full-page ad in LIFE tells the story to Toro customers. 
Toro dealers get a sales-promotion package that includes 
multi-color window streamers and on-mower display 
pieces—plus special fact tags, price tags and newspaper 
mats. It’s a complete promotion package designed to do 
the kind of complete selling job dealers have learned to 
expect from Toro. 


New idea in fall power mower selling 


Past sales success of the leaf-mulching attachment proves 
the advantage of offering your customers a new reason for 
buying a particular power mower in the fall of the year. 
Now Toro has an exclusive new sales advantage to offer 
your customers: the only rotary mower that vacuums up 
and bags \eaves effectively! And since this is not simply an 
attachment for an obsolete model, but actually is being 
offered on the same Toro “Wind-Tunnel” Whirlwind 
model that Toro will sell next year, your customers have 
no reason to wait until spring to buy! 


Toro distributors have complete facts 


If you’re already a Toro dealer, you'll want to get in on 
this latest Toro promotion right away. All you have to do 
is get in touch with your Toro distributor . . . he has all 
the display pieces and related material you'll need. 

If you’re not a Toro dealer—if you don’t offer this most 
complete, quality-built and price-protected line of power 
mowers—then now is the time to sign up. 

You'll cash in on this new Toro exclusive now—and on 
the many other Toro exclusives that have and will come 
from Toro Research and Development. Toro is the pio- 
neer in power mower engineering. 

So put your name under “Toro” in the classified section 
of the phone book under ““Lawn Mowers.” Your Toro 
distributor is listed there now. Call or write him today. 

*Offer good U.S. only. Expires Oct. 31, 1959. 


TORO 


TORO MANUFACTURING CORPORATION ¢ 3001 Snelling Avenue, Minneapolis 6, Minnesota 
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PETERS 


means 


SALES 


Heavy 1959 advertising behind 
PETERS “High Velocity” 
ammunition will pay off in 
extra sales for you! Get 

your share—stock, display, 
and push the entire line. 


PACKS THE\ POWER 


PETERS CARTRIDGE DIVISION, BRIDGEPORT 2, CONN. 
“High Velocity” is a trademark of Peters Cartridge Division, Remington Arms Company, Inc, 
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ie can prove that 
Shoppers Do Buy Better Tools 


qplyDE MERCHANDISED QUALITY PROMPTS YOUR 
CUSTOMERS TO SELECT THE PROFIT PRODUCTS 
Since 1875 


Order a fast selling assortment with a free self-serve display from your jobber 

. No. C128 Cobra Scrapers Asst. — 10 ea. on rack List $15.90, Dealer $ 9.54 

No. 127 Razor Blade Scraper Asst. — 24 ea. on rack List $ 6.96, Dealer $ 4.18 

No. C125 Pizza Cutter Asst. — 12 ea. on rack List $19.08, Dealer $11.45 
No. C113 Tower — 24 Black & Silver tools List $30.30, Dealer $18.18 
No. C114 Tower — 18 Scrapers and blades List $32.70, Dealer $19.62 
No. Clll Wallpaper Tools Display ... List $54.90, Dealer $32.94 
No. C120 Tower — 17 different tools List $130.14, Dealer $78.08 
No. C126 Workbench Knives Asst. — 18 on rack . List $15.30, Dealer $ 9.18 
No. C117 Wall Tower — 12 different tools ; List $85.80, Dealer $51.48 
10. No. C115 Tower — 48 Blue Diamond Tools oe List $27.90, Dealer $16.74 


fix-up * paint-up tools ¢ industrial hand and machine knives 
HYDE MANUFACTURING CO., SOUTHBRIDGE, MASS., U.S.A. 


The Sign 
of the 
Profit 

Line 


SPI MF SEE 
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